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Business Papers 


Keep an Idea Book 


The ambitious merchandiser 
cannot afford not to tear out of 
his trade papers and out of his 
newspapers clippings of what 
others are doing, ideas which 
can be of possible service to 
him. He should add the ideas 
which come to him from time to 
time, segregating all under ap- 
propriate subject-headings, in 
order to make them more avail- 
able when needed. Oftentimes 
the ideas in the files will them- 
selves not prove just right for 
the occasion, when the latter 
presents itself, but they will sug- 
gest other ideas which will be 
exactly right. 


What They Say About Us 


Regarding your letter of the 3rd 
instant, | feel that I can safely say 
that my problems are few indeed 
as long as I recetye HARDWARE AGI 
regularly, since it contains many 
practical suggestions. 

Therefore, in order that I may 
keep my troubles at a low level, just 
keep on sending me your valuable 
magazine each week. 


Yours very truly, 
(Signed) Cuaries L. CHrest, 
Baltimore, Md. 


We enjoy your trade paper and 
find it helpful in many ways. 

Enjoy particularly the interior 
views of various hardware stores 
and hardware departments, as an 
actual picture is the finest way in 
the world of conveying ideas as to 
arrangements, and it is evident that 
store arrangement is one of the very 
important factors in the success of 


conditions. 


Yours truly, 
WETHERBEE BROTHERS, 
Marshall, Minn. 
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and $0 many are prospects 


_ McKinney Forged Iron Lanterns 





hardware 


ORTUNATELY for the 

business, pcople are “trading 

up” more and more to really good 

specialties. Sales of bulk goods 

are fine — but they cannot carry 
the profit of the special pieces like McKinney 
Forged Iron Lanterns. 


Furthermore, Forged Iron Lanterns which 
harmonize with Forged Iron Hardware, 
is a logical line for any pro- 
gressive hardware man. It 
isn’t a radical step to handle 
them and doesn’t require 
opening a special depart- 





McKINNEY MANUFACTURING CO., Pittsburgh, Pa. 


Branches in Principal Cities 


ment. People select them when choosing their 
hardware; or when building an entrance gate; 
or a garage. It is an easy and natural action, 
taken at a time when they are thinking about it. 


There are a half dozen different McKinney 
lanterns, patterned after popular models of 
long ago. All are packed complete with either 
bracket ort chain. They have the exclusive 
McKinney rust-proof finish, 
and the glass is antique crackle. 


We will gladly send full 
particulars. Wrzte to Forge 
Division, McKinney Manufac- 
turing Company, Pittsburgh, Pa. 
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~ TRADE WINDS 


By LLEW S.SOULE 


—a 


Chain Store Competition 


A Matter of Changing Gears 


HERE are just two avenues of merchandising 
open to the independent hardware retailer. 
He can sell Price without service, or he can 
sell Value, which includes quality, service and a rea- 
sonable compensation for his work. 


There is a field for both price merchandising and 
quality merchandising. As a matter of fact, the 
quality field, in so far as the hardware merchant is 
concerned, is larger than the price field. It is also 
a less competitive field. 


Regardless of the furore in regard to price, people 
generally are not clamoring for price alone. Their 
real object is value. If you don’t believe it, answer 
these questions. Do you wear 25-cent neckties, ten 
dollar suits, or two dollar shoes? Do your customers 
live in hovels and tenements? Does it stand to reason 
that a man with a three dollar tie, a fifty dollar suit, 
and a ten dollar pair of shoes is absolutely yearning 
for ten cent tools? Is the housewife living in a 
$10,000 house, or a sixty. dollar a month apartment, 
yearning for ten cent equipment? Look at her rugs, 
her furniture, her piano and her radio, and get your 
answer. 


No, people don’t want price alone; they want value 
at a reasonable price. The independent hardware 
merchant’s profits lie in giving them what they really 
want. Of course that entails real knowledge of the 
goods he sells and ability to impart that knowledge to 
others. It also entails cooperation of manufacturers 
and jobbers, but that cooperation will be available if 
the retailer will himself play fair in the matter of 
cooperation. It simply cannot be a one-sided game. 


Naturally, the dealer who merchandises on the 
value basis will need some of the cheaper priced com- 
petitive merchandise. He needs it to draw people to 
his store; to build confidence in the minds of his cus- 
tomers; to convince the public that he can sell at 
competitive prices. He does not need it to Push or 
to actually sel/. Its real mission in his store is to 
help him sell better merchandise. 


Merchandsing on a value basis, the independent 
merchant can compete for good will, for public favor, 
for reputation, and for sales. Also he can earn a 
legitimate profit. 


As to price merchandsing, that is a different mat- 
ter. The independent merchant can compete with the 
chain store on price, but he must conform to price 
methods. Proper store arrangement, open display 
and good advertising are essential to both quality and 
price merchandising. If, however, the independent 
merchant elects to compete on a strictly price basis, 
that is only the first step. He must shift his business 
gears. He must, to use a golf phrase, follow through. 


The independent retail hardware merchant can com- 
pete with the chain stores on price, if he is willing to 
do the following things: 

1. Cut his overhead to the lowest possible limit. 

2. Buy and sell strictly for cash. 

3. Cut out all services except merchandise and 
price. 

1. Employ cheap help at from $10 to $15 per week. 

5. Stick on the job every minute that the store is 
open. 

6. Pay himself the same salary he would be paid 
as manager of a chain store unit doing the same 
volume of business on the same margins of profit. 
(In most cases that would be from $100 to $125 per 


-month. ) 


If he will do these six things, and in.addition will 
build his sales volume to a point where he can buy 
sufficient goods to enable him to fairly approximate 
the chain store merchandise costs, he can probably 
earn what the average individual chain store earns. 
And—that is not as much as most merchants think 
it is. 

This is not pessimism. It is merely a statement of 
facts. We are not at all pessimistic. We believe that 
the independent merchant who puts his heart and soul 
into his job, who adopts modern methods, who sells 
quality on a value basis, and who aggressively goes 
out for the quality business of his trade territory. will 
not only survive but will grow and prosper. 

There is plenty of business for both the quality 
merchandiser and the price merchandiser. The choice 
is up to you, but, if you choose Price, you must gear 
yourself and your business to the price job. 


Are you willing to do that? 


bo 
we 


i a 
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R. J. Atkinson Held Two-Day Exhibit 
Featuring Well Known Tools 


Manufacturers Representatives Cooperated With Special Dis- 
play Samples and Were Present Giving Demonstrations on 
Their Lines—Extended Stores Trading Area—Sales on Dis- 


played Goods Continue Two 


OOLS dominated the recent two-day exposition 

held at the store of R. J. Atkinson, 4-6 Ralph 

Avenue, Brooklyn, N. Y. On Thursday night the 
regular open-top fixtures were removed from the center 
of the store to provide display space for special exhibits 
of about one dozen manufacturers, whose representatives 
prepared their wares to the best possible advantages. 
The exhibit opened Friday morning and continued until 
closing time Saturday night. The event was thoroughly 
advertised for two or three weeks with circulars inclosed 
in all packages and distributed in the neighborhood. 
Brooklyn’s famous neighborhood paper, The Chat, car- 
ried advertising space and a story telling its many read- 
ers about Atkinson’s presentation of tools, cutlery, paints, 
lacquers, lacquer sprayers, etc. 


or Three Weeks Afterward 


The manufacturers’ representatives were present dur- 
ing the two days, explaining and demonstrating their 
lines. It is interesting to note that a good number ot 
mechanics were attracted to the show, but that house- 
holders or amateur mechanics predominated the attend- 
ance. 

Approximately 2000 people registered, making the 
nucleus for a first-class new mailing list or a fine list for 
checking the old mailing list. People from Port Rich- 
mond, S. I., and from Patchogue, L. I., registered and 
purchased goods. These places are about 20 and 60 
miles from the store respectively. Three weeks after the 
exhibits customers continue to buy the special lines tea- 
tured. They buy by call, phone and mail, proving beyond 
a doubt the wisdom of such an event. The extra effort 
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of these two days with the cooperation of factory sales- 
men put Atkinson’s just a bit more on the hardware 
map, and that is saying a great deal. 

An increasing number of people are becoming in- 
terested in making things or repairing them with tools, 
or fixing up the house with paints. People appreciate 
more than ever good quality sharp cutlery and the neces- 
sary equipment which will help keep milady’s cutlery 
sharp ready for efficient service. 

Mr. Atkinson, who recently retired as president of 


>R-USSELL 
a 
<oermp 


CurTLery 


the National Retail Hardware Association, told the 
3rooklyn Hardware Association that he found the effort 
well worth while. 

Factory salesmen are always pleased to participate in 
a proposition of this kind. It enables them to study the 
community needs of the store and base their future sell- 
ing advice accordingly. It also permits them in many 
cases to introduce new lines to the community through 
the dealer’s store. The contact between the factory men 
and the store’s selling staff is of inestimable value. 




















A FEW EXTRACTS FROM KIPLING’S POEM, 
“TOMLINSON” 


“Then Tomlinson looked up and down, and little gain 
was there, 
For the naked stars grinned overhead, and he saw that 
his soul was bare: 
* 8 © #8 & 


“The Spirit gripped him by the hair, and sun by sun 
they fell 

Till they came to the belt of Naughty Stars that rim the 
mouth of Hell: 

The first are red with pride and wrath, the next are white 
with pain, 

But the third are black with clinkered sin that cannot 
burn again: 

* * & & 

“The Devil he sat behind the bars, where the desperate 
legions drew, 

But he caught the hasting Tomlinson and would not let 
him through. 

‘Wot ye the price of good pit-coal that I must pay?’ 


said he, 

‘That ye rank yoursel’ so fit for Hell and ask no leave 
of me? 

‘I am all o’er-sib to Adam’s breed that ye should give 
me scorn.’ 


+ ££ FF hk 


“The Devil he blew upon his nails, and the little devils 
ran, 

And he said: ‘Go husk this whimpering thief that comes 
in the guise of a man: 

‘Winnow him out ’twixt star and star, and sieve his 
proper worth: 

‘There’s sore decline in Adam’s line if this be spawn of 
earth.’ 

* * * * # 


“Over the coal they chased the Soul, and racked it all 


abroad, 

As children rifle a caddis-case or the raven’s foolish 
hoard. 

And back they came with the tattered Thing, as children 
after play, 


And they said: ‘The soul that he got from God he has 
bartered clean away. 

“We have threshed a stook of print and book, and win- 
nowed a chattering wind 

‘And many a soul wherefrom he stole, but his we 
cannot find: 


“We have handled him, we have dandled him, we have 


seared him to the bone, 
‘And sure if tooth and nail show truth he has no soul 


of his own.’ ” 
o.% 6 6 8 


HE Twenty-ninth Congress of the National Retail 

Hardware Association was recently held in Boston. 

As usual, this Congress was systematically handled ; 
as usual, the delegates attended meetings on time. The 
subject of this meeting was the composite “Hrnry 
Brow N—HARDWARE DEALER.” 
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A Defense of “Henry Brown” 


By Saunders Norvell 











Henry was analyzed from the inside and from the out- 
side; he was analyzed up and he was analyzed down. 
When the Congress was over poor Henry reminded me 
of a poem by Kipling. This poem described a citizen 
of England who died and went to Hell and was received 
by Satan. The name of the gentleman was Tomlinson. 
Now, according to the poem, when Tomlinson arrived 
in Hell the Devil called his imps together and told them 
to go through Tomlinson thoroughly, inside and out, 
and find out if there was anything really bad about him 
that would lead to his having the honor of being ad- 
mitted to Hell. The Devil remarked that coal was very 
expensive and he did not wish to waste any of his fire on 
somebody that was really not bad. So these little imps 
just razzled, dazzled Tomlinson. They tore him all to 
they went into his past history— they asked him 





pieces 
a lot of questions. Poor Tomlinson did his best to defend 
himself. He told them how bad he was but they figured 


out that all the wickedness was just what he had read 
in books, nothing that he had done himself. In other 
words, Tomlinson was just an imitation bad man not fit 
to associate with some of the high-class, really wicked 
citizens the Devil was entertaining from earth. 


In Sympathy with Henry Brown 


Now, when TI read the reports about the Boston Con- 
gress, my sympathies were all with Henry Brown. One 
of the meetings was devoted to “The Trend of Volume” 
of Henry Brown’s business. They shot Henry all to 
pieces. Another meeting was devoted to “Handicaps 
from Without.” What they did to Henry in this meet- 
ing was something terrible. Another meeting was 
“Handicaps from Within.” I have read every line of 
this report and, metaphorically speaking, I wept on 
Henry’s neck! Then came “Higher Operating Costs.” 
Poor Henry—what higher costs had done to him would 
make the angels weep. And last of all, when Henry 
had been torn to shreds—when he lay gasping on the op- 
erating table on the platform before the surgeon-general, 
who was called the CHAIRMAN, they discussed, ana- 
lvzed and dissected Henry not in a business way, but /iis 
personal character as a man! They did say just a few 
kind words here and there in the beginning of the opera- 
tion. These words were like an anesthetic. But hardly 
had Henry been lulled by a little flattery into an uncertain 
and weary state of unconsciousness before they brought 
him back to all of his sufferings under the keen investi- 
gating knife of the operating surgeon. Henry, they told 
him, was too conservative—he was out-of-date—he was 
a back number. Well, what they did not say about Henry 
in the way of criticism was hardly worth saying. 

Of course, if these things had been said about Henry 
by manufacturers or by jobbers, one might have under- 
stood it, but as a matter of fact, the very worst criticism 
of Henry was from his fellow dealers, members of his 
own association, officials in his own State organization. 
It might be a good thing for each and every one of us to 
he subjected, from time to time, to the brutal criticism 
of a near relative. Most of us, sooner or later, get this 
kind of cirticism. Possibly it may do us good. Any 
retail dealer after reading carefully the report of the 
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Twenty-ninth Congress will certainly know all the fail- 
ings and shortcomings of the retail hardware merchants 
of the United States. 

\Vhen reading these articles I tried to think up some- 
thing else that might have been said against Henry, but 
the ground had all been completely covered—I could not 
think of another word of criticism to add to what had 
been said. 1 regret to say it was impossible for me to 
attend this Congress. but after the Congress was over, 
manufacturers, jobbers and retailers trickled into my 
ollice. The week after the Congress my correspondence 
was sadly neglected, because most of my time was de- 
voted to entertaining visitors. From these visitors I 
gathered many sidelights on this Congress. Everyone 
of them was loud in his praise of the very efficient 
manner in which the Congress was handled. They got 
right down to business. Everyone said the talks were 
practical. Several manufacturers and several jobbers 
made talks. 


Jobbers Address the Congress 


Mr. C. J. Whipple, president of Hibbard, Spencer. 
Bartlett & Co., so I was informed, made a very good, 
practical, straight-from-the-shoulder talk. It was his 
idea that the competition on the cheaper ciass of goods 
was a great factor in the present business situation, and 
that it was the duty of jobbers and retailers to recognize 
this competition and prepare themselves to meet the sit- 
uation by having the cheaper goods to offer—in compe- 
tition with mail order houses, chain stores, ete. Mr. 
Whipple also stated that it was the duty of jobbers to 
grasp the situation and supply their retail consumers 
with a line of goods that could be sold at these lower 
prices. Several of my visitors spoke very highly of Mr. 
Whipple’s remarks. 

Another prominent jobber, Mr. John Martindale of 
Van Camp Hardware & Iron Co., made a talk that was 
received very favorably. This gentleman, of course, 
knew how to talk well because he had been trained at 
the bar. He was a prominent lawyer in Indianapolis 
before he entered the hardware business. These lawyers, 
with their training, always have an advantage in speak- 
ing—over us average hardware men who have not fully 
studied the art of expressing our ideas—even after we 
have managed to catch a few worth-while thoughts. Mr. 
Martindale, 1 was told, did a very good jgb and _ his 
remarks were very well received by the Congress. 

1 was also informed that Mr. Sheets summed up the 
ideas advanced at the Congress with his usual clearness 
and directness. Mr. Sheets has a very direct mind. 
It doesn't take him long to get to the milk of the cocoa- 
nut. \Vhen he analyzes, he reminds one of a great 
surgeon working without hesitation but with absolute 
sureness—with an exceedingly sharp knife. So | might 
go on and make comments about many of the speeches 
that were made. Almost all that I heard was favorable 
to the Congress. 


The Pamphlet Idea a Good One 


Then I received a number of little pamphlets—each 
pamphlet with one of the headings of the meetings. 
This pamphlet idea is a good one. I wonder who thought 
ittout? 1 could put a pamphlet in my pocket and when 
I took the train to Larchmont I could read it without 
interruption on the train. I found these pamphlets 
touched upon the retail hardware situation, as it exists 
at present, from almost every angle. 
has heen a lot of hard, careful work back of thesé pam- 
phlets. 

But now, after all has been said and done, after I 


There evidently . 


have reported this Congress just as I heard it from 
others; after I have reported on just what | have read, 
wouldn't you like to know just what my personal re- 
action has been in the entire business? I do try to think 
on these hardware problems. Sometimes I sit out on my 
porch in Larchmont in the dark—watching the riding 
lights of the yachts anchored in the harbor, and I try my 
best to think. Usually I reach certain conclusions. 
Sometimes these conclusions, I imagine, are reached 
logically—just figuring from one fact to another. At 
other times, after lining up the facts—the facts bore me 
—I get tired, and then [ just reach conclusions by 
intuition. 

Now, after hearing and reading all I could about this 
Congress, | sat on my porch in the dark and I just 
reached the conclusion that nevertheless and notwith- 
standing all the good managing that was done at this 
Congress, they gave Henry Brown a rotten deal! | 
concluded that they were too hard on him. (f course, 
it is a splendid, big and broad thing for a lot of retail 
hardware men to assemble at a convention and then 
roast themselves—it is an unusual thing to see a Con- 
gress of men tell the world all their weaknesses. My 
reaction to the Congress is that this criticism was over 
done. As I wrote above, when I read of this Congress 
I thought of Kipling’s poem of Tomlinson. Only in 
Kipling’s poem the Devil’s imps looked for something 
that was very, very bad in Tomlinson. They shredded 
him; they tore him all to pieces in their quests for evil, 
but they could not find it. Now our friends at the hard- 
ware Congress looked for evil and evidently, by their 
reports, they found it. 


Prefer Henry Brown 


Poor Henry! When he sits at home on his porch and 
reads just what kind of a man he is, he must feel very 
much discouraged. He must feel lonesome and unap- 
preciated. Now, that is just why in this article, single- 
handed and alone, | am going to take up a few words in 
defense of Henry Brown. I have always liked Henry. 
He may be the under dog and he may be conservative 
and he may be slow to grasp new ideas. In a word, he 
may be a roughneck, but somehow in* these modern 
times I just like these qualities. I, myself, have come in 
contact with high-powered salesmen—I have met effi- 
ciency men—lI meet daily the most modern of the modern 
in business development, and taking it all in all, I prefer 
slow, easy-going Henry Brown to all the rest of the 
high-powered, efficiency bunch. 

This is the way I felt sitting on my porch that night 
in the dark. I felt that Henry had been maligned by his 
friends. Like Caesar, he had been stabbed by Brutus. 
“But after all,” I said to myself, “all these men who 
have razzled, dazzled Henry know their business—they 
know their business a whole lot better than [ know it. 
If they say all these things against Henry, there must 
be something true about it. But nevertheless my 
intuition made me feel that Henry was getting a raw deal 
that he didn’t deserve. Now, all this was intuition——I did 
not have any facts that night to back up my good poinion 
of Henry. So feeling rather sad and somewhat de 
pressed I went to bed. And the next morning, before | 
rushed for my train, I picked up, from a table in my 
library, Forbes Magazine of the date of July 1, 1928 
As I turned. the pages of this magazine on the train 
hurrying to New York, I found an article written by 
Aaron, H. Ulm, under the title “WHIERE THI CON- 
SUMER SPENDS HIS DOLLAR.” This article is 
just full of facts and it is so interesting that I am going 


(Continued on page 56) 
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There’s a Profit 


REDERICK HORN, who 
k conducts a busy hardware 

store at 5401 Fifth Avenue, 
Brooklyn, N. Y., is a great lover 
of dogs. Perhaps his liking for 
these four-footed friends is the main reason 
why he sells more than $1,000 worth of dog 
collars, leashes, bridles, etc., each year. At any rate, the 
dog accessory business is an important factor in the 
operation of the Horn store. 

Dog owners from all parts of Brooklyn come to 
the Horn store for supplies. Many customers have 
made this store their shopping place for the last 
ten or fifteen years. Their conversation is conta- 
gious and many times, unknown to themselves, 
these satisfied customers have encouraged others to 
come to Fred Horn for advice on the purchase of 
proper accessories. Fred Horn knows dogs, likes 
dogs and enjoys helping dog owners. They, in 
turn, have found that he serves them to the best of 
his ability, offering counsel as well as quality 
merchandise. 

Dog accessories can be sold throughout the 
year, but in Brooklyn the sales record reaches 
its highest peak in the months of May and 
June. This is attributed to the fact that 
dog licenses expire on May 1. At that 
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A DOG'S LIFE 


tyme dog owners have their pets in mind and are in re- 
ceptive mood to be sold new collars, leashes, bridles, 
muzzles and leads. To remind the residents of his neigh- 
borhood that he carries these items, red Horn arranges 
an attractive window display on the first day of May and 
leaves it in for a month. This year he had an eye- 
catching, colorful display, designed to stop any dog 
owner who passed down the street. In the center of the 
window was placed an imitation kennel with two 
entrances. A revolving display table was placed 
so that it was half in and half out. Toy dogs, 
a muzzle, a leash and other items were on 
the table, giving the effect of dogs entering 
and leaving the kennel. Sawdust on the floor 
of the window carried out the kennel idea. 
Mr. Horn visited a nearby toy store and secured 
several stuffed toy dogs and a couple of children’s 
books with large dog illustrations. The toy 
dogs added greatly to the attractiveness of the 
window. The illustrations in the kiddies’ books 
were cut out and tacked up in the back of the 
window. Red and blue crepe paper was used. 
giving a contrasting background for the mer- 
chandise displayed. / 

When a customer enters the store, the sale 1s 
> half completed, for very little effort 1s 
So required on the part of Mr. Horn or his 
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salesmen to sell the merchandise. The window display 
or the reputation of the Horn store, perhaps both, have 
put the customers in a receptive mood and all that needs 
be done is to guide the customer into making suitable 
purchases. 

To overcome any lack of knowledge on the part of his 
salesmen, Mr. Horn has devised a display and stock 
arrangement which greatly simplifies selling. The dog 
collar display board is illustrated. This board is always 
placed in a prominent position in the store and during the 
months of May and June occupies space near the door, 
where it cannot be overlooked. On it are mounted, by 
means of small hooks, one collar from every size and 
style in stock. More than fifty collars are shown. Di- 
rectly above the collars is a strip of cardboard, giving 
the store number of each, such as No. 1, No. 5, etc.; the 
range in inches of the dog’s neck which the collar will 
fit, and in plain figures the selling price. There is no 
confusion, loss of time or misunderstanding, as every- 
thing of interest in the sale is visible. The collar is 
sold either from the board or from stock boxes nearby. 
Each style collar is kept in separate boxes, numbered: in 
accordance with the display board. 

Leashes and leads have a steady sale. Mr. Horn has 
both imported and domestic brands, including those of 
plain leather, braided leather, composition and chain. 
These are hung from hooks in the rear of the store. 
The bridles, brushes, puppy biscuits, blankets, etc., are 
in boxes, near to the collar display board. 

Frederick Horn enjoys selling dog accessories, and 
because he likes his work has done everything possible 
to simplify a sale. Satisfied customers are his best ad- 
vertisements ; attractive displays are his calling cards and 
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This display board placed prominently in the store of 


Frederick Horn, makes many sales of dog collars 
quality merchandise, coupled with an understanding of 
dogs and dog equipment, complete many profitable sales 
each day. 








Kelly-Capper Price Standardization Bill Expected 
to Pass Next Congress 


The Kelly-Capper price standard- 
ization bill likely will be enacted at 
the next Congress, according to a state- 
ment given out by one of its authors, 
Representative M. Clyde Kelly of 
Pennsylvania, recently. He declared 
that the measure is supported by 99 
per cent of the organized retailers of 
the country, embracing 600 organiza- 
tions. The statement of Mr. Kelly 
attacked “predatory price cutting,” and 
the Kelly-Capper measure was urged 
as a remedy because of the protection 
it gives to trademark owners, distrib- 
uters and the public against what was 
declared to be injurious and uneco- 
nomic practices in the distribution of 
articles of standard quality under a 
distinguishing trademark, brand or 
name. Reference was made to the fact 
that the Federal Trade Commission, 
conducting an inquiry into the matter 
of fixing resale prices, is sending out 
questionnaires by the thousands to 
manufacturers, wholesalers and retail- 
ers. All summer long, he said, the pro- 
posed legislation will be taken up by 
retailers, wholesalers, and independent 
manufacturers in an effort to have it 
enacted into law. He indicated that 
he will make numerous addresses in 
various sections of the country in favor 
of the bill. 
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“The astounding situation develops 
that by interpretation of the anti-trust 
laws by the Supreme Court 


of the | 


United States, monopoly is in fact en- ! 


couraged,” said Mr. Kelly. 
‘Doctor Miles’ and other decisions the 
Supreme Court has held that any con- 
tract, express or implied, between the 
independent maker of a trademarked 
article and his distributers -as to the 
resale price, is a violation of the anti- 
trust laws. Prices, figuratively, have 
been shot to pieces.” 

Representative Kelly pointed out that 
the bill is only permissive and not 
mandatory, and would be used only by 
those independent manufacturers of 
branded goods who desire to protect 
their good will and fair prices. It 
would apply, he said, to those in com- 
petition with manufacturers of articles 
of the same class, including groceries, 
all proprietary articles, branded hard- 
ware, and other guaranteed and identi- 
fied articles. Mr. Kelly declared that 
the latest figures available show that 
one-quarter of 1 per cent of all the 
corporations in the United States made 
65 per cent of the profits: The Depart- 
ment of Commerce, he added, has re- 
cently stated that today the chain 
stores, mail-order houses and depart- 


“In the | 








ment stores are doing 31 per cent of 


all the retail business of the United 
States, or a total of $12,000,000,000. 
Testimony before the House Com- 


mittee on Interstate and Foreign Com- 


merce, Representative Kelly _ said, 
showed that local dealers generally 
suffer destructive competition from 


| chain and department stores with great 


capital. The latter, he said, often offer 
standard goods of a nationally adver- 
tised brand at prices representing cost, 
or in some cases less than cost, in order 
to attract customers, and then make up 
their loss on these standard articles by 
greater profits on staple goods on which 
there are no standard or advertised 
prices, so that the customer is not ad- 
vised as to a fair price. These prac- 
tices were declared to work great in- 
jury to the local dealers and to tend 
to destroy the business of manufac- 
turers of standard articles in the same 
towns as the dealers. The chain stores, 
Representative Kelly said, are in the 
position of dictating because they 
can substitute the cut-price goods and 
take the home manufacturer’s goods 
out of their stocks. It means not only 
unfair competition, it was declared, but 
often competition based solely on price 
and not on quality. 
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Don't Just Write Ads— 
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Winchester 
League Bali— 
Horsehide cover. 
Guaranteed 9 


innings. 





these Spray Pumps and kill: 
the flies, mosquitoes and other 
insect pests. 29c 









Popular 10 inch 

size Winchester 

Pipe Wrench— 
jaws that 
Bip. SVe 





Winchester sturdy bafl 

bearing roller sizateg 
Boys model, $1.79 
Girls model, $1.89 











Bright-colored Dust Pans. 


Choice of Red, Blue and 
Green. Each. Ilo rs 


Here is a good space 
idea—a strip one column 
wide and as deep as 
needed. Stands out well 
on crowded pages ard 
even better next to read- 
ing matter. Easy to read 













7 inch household barbers 
shears — the Winchester 


Kill Insect Pests. Get one of | Store Special. 79e 








Red .Wr Rsand Screen 
Paint — Protects — Pre- 
vents rust — Long wear- 
ing—Half pint. can. 290 
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THINK THEM! 


Some Rules for the Summer 


Ad Writer and a Sample Ad 
BY GUY HUBBART 


T is time now to do some warm 
weather thinking. People need 
about as much hardware per 
month in summer as any other time. 
3ut they buy more slowly as the hot 
days get hotter. Every hardware 
merchant knows this. Some try to 
overcome it. Others just allow them- 
selves and their business to slump. 
The active ones, however, turn to 
advertising and try to interest people 
in lines that are in demand as the 
thermom- 
eter goes up. 
Screens, 
screening, door 
fittings, hinges, 
catches, springs 
are types of 
goods that pick 
up with the heat 
and make good 
advertising sub- 
ject matter. 





Electric cook- 
ing _utensils- 
toasters, perco- 
lators, irons, 
cookers,  fireless 
cookers, oO i l 
stoves all are 
simmering in the 
minds of women 
along with 
kitchen utensils, 
aluminum ware, 
tin ware, bas- 
kets, hampers 
and a_ hundred 
and one utility 
items needed in 
every home. 

Slow thinkers 


The Winchester 
Store Special — 3} 
inch brush for gen- 
eraluse. $1.39 


H, G. BEATTY | wen, i use to 
& CO. 


push ‘em. 
They'll buy ‘em 
anyway.” Sure- 
ly, the custom- 
er who needs 
things will buy 
them. And very 
likely some of 
these very items 





in the its-no-use-to-push-them store. 

But the active, live, wide-awake 
hardware man will get the big share 
of hot weather business in his town 
—and keep it. 

Quick thinkers will push every- 
thing and particularly those items 
that move out fast with the heat and 
because of changes in living condi- 
tions around the home. 

The word “thinkers” is used here 
because if anything is needed in ad- 
vertising it is thinking. Not bril- 
liant, college professor thinking ; just 
plain, human brainwork. 

Here is an example: A real estate 
man in a town of about 28,000 peo- 
ple opened up a development on the 
edge of town. He sold some lots 
but on the greater part of the land 
built cottages. Naturally he adver- 
tised his project before the excavat- 
ing and building began. He used 
ads in the two local newspapers. 
News articles appeared now and then. 
Everybody knew that at least 30 cot- 
tages were going up in time. 

Everybody, including four hard- 
ware merchants and six other stores 
where partial stocks of hardware, 
housewares and supplies were sold. 
The first cottage was started in the 
middle of May. 


Two Kinds of Quick Thinking 


. One of the hardware men happened 
to hear the contractor say the pur- 
chaser of this cottage intended to 
select his own hardware for doors. 
windows, etc. 

The next morning he came out in 
the paper with an ad_ featuring 
builders’ hardware. The day follow- 
ing his ad featured spades, shovels. 
picks, axes, hammers, hatchets, and 
so on. 

This hardware man used his noodle. 
He knew that labor was scarce. that 
local men would be hired to excavate. 
Some would have tools, some would 
need new ones. 

That was only the beginning. 
Later on in June, as the house began 
to take shape, this merchant used 









































some space to say things like this: 

“Have you seen our table of cot- 
tage plans? It is interesting, all piled 
up with magazines that show pictures 
of how to plan floors, where to place 
electric light plugs, the right kind of 
screens and all the little things that 
have to be done right the first time 
if the new home is to be comfortable 
and cozy. Come in and look over 
our plans. On the table in our center 
aisle.” 

Then headings like these: ‘Door 
Knobs, Locks! Who picks them for 
the new home? He or She? We 
know. So we have grouped our door 
hardware so she can sit down and 
decide the door knob question at 
ease.” What kind of electric utensils 
do you want in the breakfast nook ? 
We carry the best and a good selec- 
tion. Special values to builders of 
new homes!” And so on. 

No, this hardware merchant did not 


get all the business created by the 
real estate development. He got 
more than his share. (The others 
finally woke up, naturally.) But the 
live one got something better than 
the bulk of immediate business. He 
got people interested in his store, 
particularly new comers, but plenty 
of extra trade from old residents, 
too. 

It’s a funny thing, but when new 
homes are going up people with old 
houses begin to buy items they rarely 
bought before. Force of example, 
maybe, but more likely, as in this in- 
stance, because the live store’s ads 
stimulated buying. “Yes, but there 
hasn’t been a new home built in my 
town for years,” says the merchant 
who still believes there is nothing to 
do but wait till someone stumbles 
into the store and buys. 

Perhaps not, but hundreds of 
pounds of nails have gone into patch- 
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ing old ones, nails and allied items; 
hundreds of gallons of paint used 
every year in even the slowest and 
most backward village. The point is, 
get business as it comes. Every hun- 
dred families buy enough hardware 
of all kinds between June and Sep- 
tember to lower the stocks of any 
good sized store to the profit point. 
The only trouble is the other stores 
get the usual share. 

Advertising in the newspapers 
centers summer trade, if it is done 
regularly and fairly well, on your 
store and your goods. 

Just a little space per day or week 
keeps your name in the customer's 
mind. 

An ad like the one shown here costs 
very little and is worth $20 a day 
extra sales to any store using one 
like it regularly three times a week 
in small towns, 5 times in towns 
above 30,000 population. 








5. Reprint a joke here and there, or a wise saying. 


Keep These Things in Mind When You Write the Ads 


1. People read newspapers no matter how hot the weather, and, surprising as it may seem, ads pulls 
well in summer. And the better they look the better they pull. 


2, Use plenty of white space, do not crowd the ads or clutter them up with too much display. 


3. Feature one or two leaders at the top of the space; fill in with brief one or two line descriptions. 
Print price figures in bold-face type. 
4. Write short sentences. Use small words. Try to write like the customer thinks about goods: as 
something to use, not something to sell. 


These make people look for your nest ad. 











Those Ridiculous Requests 


lication of the Birtman Electric Com- 

pany, 4140 Fullerton Avenue, Chicago, 
carries an interesting column in which it 
publishes some of the unusual and amusing 
requests as related by some of its readers. 
Here are a few of them: 

\ customer who lives some distance from 
the store called up over the phone and asked 
if we would swap a white spool of cotton 
for a black one. We told her we would be 
glad to accommodate her. She said, “Well, 
send down the white one and get the black 
one, 


S PECK-O-DIRT, a monthly house pub- 


Dickson Bros., 


Wake Forest, N. C. 


The neighborhood tramp, who sits around 
the general store about two days a week eat- 
ing up all the specked oranges and bananas 
that are given to him, was offered the odds 
and ends of cake at ten cents a pound. He 
looked at the clerk and asked, “What's 
wrong with them that they are so cheap?” 

Elsie N. Rice, 
Line Lexington, Pa. 


A merchant bid for the contract of fur- 
nishing and installing a floor of linoleum. 
He secured the contract, and ordered the 
necessary yardage of linoleum from his 
jobber. 

Upon completion of the job he discovered 
that his bid was entirely too low, and lost 
considerable money. He boldly requested the 
jobber to stand half the loss, and finding 
out they would not do so, took nine months 
to pay the bill and then less cash discount. 

M. N. Carn, 
Louisville, Ky. 


A lady brought a wrist watch into my 
store with the request that I send it for 
repairs to the mail order house from which 
she bought it as it did not work satisfactorily 
and it would save her the trouble of sending 
it. 

R. S. Dietz, 
Scalp Level, Pa. 


On entering my store one morning I was 
approached by a young lady who gave me 
an order for some groceries to be delivered. 


Among the order was 5 cents worth of cat 
meat. Shortly she returned, all out of breath, 
wishing to know if the groceries had gone 
forth. On being informed they had not she 
exclaimed, {Thank goodness! Don't send 
the cat meat for the cat has caught a bird.” 

Yours very truly, 

Thomas Bates, Gro., 

721 R St., Belford, Ind. 


During a rainy season when the roads 
were bad, we had a telephone call from a 
party that trades with us very little, stating 
they had a package at the depot and couldn't 
come in for it and asked us to get it at once, 
as they didn’t want to pay demurrage on it, 
and send it to them Parcel Post. 

We sent our trucks to the depot and found 
it to be merchandise that we always carry ir 
stock from a Chicago mail order house. We 
paid the freight, took it to the Post Office 
and paid the Parcel Post charges on it. At 
the end of the month we sent a statement 
for the charges on it but it was more than 
two months before they came in to pay it. 

M. L. Rathbun, Milan, II. 
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OPEN DISPLAYS 
THAT PULLED 
TRADE 


HE result of a 

careful study of 
their own needs as 
well as the experi- 
ence of other hard- 
ware stores, these 
open display tables 
and shelving are 
producing real re- 
sults for the George 
Hardware Co., 


Grinneil, Lowa. 


anf 

ODERN store equipment materially aided The 

George Hardware Co. of Grinnell, Iowa, to sat- 

isfactorily serve more than 440 customers in a 
single day recently. Only five salespersons were in the 
store, and averaging up this record number of custom- 
ers, it is found that each salesman served more than 88 
customers during the day! There was no special sale 
in progress, and the company reports that it could never 
have handled such a volume of trade without the aid of 
the new fixtures. 

This large, active business which the George company 
enjoys come in a large part from the farmers in and 
around Grinnell. As their purchases are governed by 
the success of their crops, there are- many problems 
which arise between the consumer and the retailer that 
do not trouble the city dealer. Through kindly coopera- 
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IODERN 
Equipment 


Enables the George 
Hardware Co., Grin- 
nell, Lowa, to satisfac- 
torily serve 





tion with their customers and working out with them 
various mutual problems, the company has secured their 
steady trade and respect. 

The George Hardware Co. was founded in 1919 by 
C. S. and R. C. George, father and son. One year later 
W. Bryan Hoyt purchased a third interest in the firm. 
In 1925 Raymond L. George, a second son purchased his 
father’s interest in the business, and at the present time 
the two sons and Mr. Hoyt operate the business. 

Since its establishment the George company has cat- 
ried a large stock of shelf, builders’ and heavy hardware, 
paints, cream separators, stoves, washing machines, elec- 
trical goods and other standard lines. These and many 
others are always in the company’s stock. In the nine 
years since its establishment, the business has grown to 
large proportions, considering that the population of 



































Grinnell is only slightly more than 5000. The volume 
of trade increased to such an extent that two years ago 
the members of the firm began to consider the advis- 
ability of remodeling the building to take care of in- 
creased business. Various problems in the store’s ar- 
rangement at that time were studied with a view of elim- 
inating them in the re-arranged store. 

Before making any definite floor plan or deciding 
on what type of fixtures would be most suitable, the 
members of the firm went on “scouting expeditions” to 
other cities. They visited many retail stores in all sec- 
tions of the cities. Mutual problems were discussed and 
successful ideas interchanged. Upon returning to Grin- 
nell they consulted display experts from the J. D. War- 
ren Co. of Chicago, and after careful preparation, re- 
cently had installed in their store a complete set of War- 
ren fixtures. The main floor of the store is 45 ft. wide 
by 75 ft. deep. At the rear of the store is a balcony 
used for display, which is 22 ft. deep. .On the main 
floor are sixteen open-top display tables, neatly arranged 
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with a representative assortment of merchandise. The 
sample boards on the wall panels are well arranged. 

Consistent use of newspaper advertising, coupled with 
attention-getting window displays has brought to the 
George company, as to many others, increased business 
in each succeeding year. The firm members make a spe 
cial point of getting to know their customers, learning 
their names, their preferences, etc. They are all active 
in community affairs and find that participation in local 
clubs and events is of great benefit to the business. 

In writing about the success which the company now 
enjoys, one of the fitm says, “How have we achieved 
the success? We work hard, read the trade papers, go 
to conventions and talk over our problems with other 
dealers. We enjoy our work, keeping at it steadily and 
always working¢ogether. We are all young men and 
out making our business our life work.” With these 
sentiments expressed as representative of the spirit and 
ideals of the company, little doubt can be left in any- 
one’s mind as to their continued successful effort. 








Hardware Firms Cooperate in Airport Marking 


ILL ROGERS, well-known comedian, owes a debt 
of gratitude to at least two brush manufacturers. 
It all started when Will became lost while flying over 
one of the western States. After several hours of grop- 
ing through dense fogs, his pilot swooped down to a 
low altitude in an effort to locate himself. Each town 
looked alike, for there were no distinguishing buildings 
and nothing to suggest the name of the town or city. Fi- 
nally a beacon was sighted, and upon landing Will vowed 
to protect his “constituents” against a similar occurrence. 
He voluntered to pay for the paint used by any town that 
would letter its name on a prominent building’s roof. 
Letters came in by the score, and in desperation he is 
understood to have made a secondary offer, which was 
somewhat more limited in its scope. Still messages ar- 


rived at his Beverly Hills, Cal., home from chambers of 
commerce, rotary clubs and other civic organizations, 
each requesting payment or a guarantee of a bill for the 
painting of the name in their locality. Then the hard- 
ware manufacturers came to his rescue. Sherwin- 
Williams Co. of Cleveland, Ohio, manufacturers of well- 
known paints, and The Wooster Brush Co., Wooster, 
Ohio, a paint brush manufacturer, comprised the rescue 
squad. The paint manufacturer offered to supply with- 
out charge to any regular civic organization all the paint 
necessary for the roof lettering in its city. This offer 
was limited to the first 100 Ohio cities that applied. Then 
the brush manufacturer stepped in and volunteered to 
supply a complete set of brushes with full information 
to the first 100 cities. 
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ARTHUR C. LAMSON 
Marlboro, Mass., 
President, National Retail Hardware 
Association 




















HIRTY-FOUR years ago Arthur C. Lamson, the 

new president of the National Retail Hardware 

Association, began his career as a hardware mer- 
chant in Marlboro, Mass. The intervening years have 
been very active ones for Mr. Lamson, both in connec- 
tion with the work of the State and national hardware 
associations and in the community which he has served 
so well. 

The new president of the National has had a varied 
experience in the business world. He has risen from 
the position of a junior in a bank, where one of his 
duties was “sweeping out”, to vice-president of the 
People’s Bank, and is sole owner of a successful hard- 
ware store in Marlboro. Although Mr. Lamson has 
lived in the State of Massachusetts for the greater 
portion of his life, he is a native of Vermont, having 
been born in Bethel, in that State. 

When he at- 
tended Bryant & 

Stratton’s Busi- eee ¢ gee 
ness College in BAS 
Boston, Mr. Lam- Oe 








Arthur C. 
LAMSON 


brings tothe N.R.H.A. 


a long experience in 

hardware merchandis- 

ing. Began his business 

career at rock bottom— 

a good foundation for 

individual or coopera- 
tive work. 


1890 he joined the late C. C. Trowbridge and bought the 
Greenwood store in Marlborough. In 1905 Mr. Lamson 
hecame the sole owner of the business through his pur- 
chase of the interest of Mr. Trowbridge. Today the 
Lamson store, pictured here, is one of the modern hard- 
ware stores of the country and many others throughout 
the country have been modeled along its lines. 

Mr. Lamson is a past president of the New England 
Hardware Dealers’ Association, a director of the Atlantic 
Coast Hardware Association of Boston, and was elected 
vice-president of the National Retail Hardware Associa- 
tion at Mackinac Island in June, 1927, after having been 
a director of that association from 1922. He is past 
president of the Marlboro Board of Trade and of the 
Cooperative Bank, trustee of the Marlboro Savings 
Bank and vice-president of the People’s Bank. Besides 
these various offices he is prominently identified with 
military activities, 
and prior to the 
Spanish-American 
War, served as 
adjutant in the 





son's work was so Sixth Massachu- 
satisfactory that setts Regiment. 
H. H. Hibbard. when General 
the principal, in- Parsons was .in 
duced him to re- command. 

main as a teacher Mrs. Lamson 
of bookkeeping was Miss Nellie 


and penmanship. 
Success attended 
his efforts as a 
teacher, but he 
sought broader 
experience, and in 
the spring of 





The new building recently erected by Arthur C. Lamson at Marlboro, Mass. 


W. Joslin, daugh- 
ter of Judge and 
Mrs. J. T. Joslin, 
of Hudson. They 
have one daugh- 
ter, Marion. 
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Why Have Different Sized Catalog Pages? 


Further evidence of the keen interest that many hardware firms have in 
the standardization of catalog pages is presented in these replies to the 


letter from F. Alexander Chandler on this subject. 


Uniform Pages Would Per- 
mit Indexed Catalog File 
“REFERRING to your article, ‘Why 


Have Different Sized Catalogue Pages ?’ 
we have been very favorably impressed 
with your suggestion. 

“The local hardware store of today 
should maintain a file of all current 
catalogues, but this is a very difficult 
and intricate task, due to the varied 
sizes and styles of catalogues he re- 
ceives from manufacturers. 

“If uniform pages were adopted and 


issued, the local hardware dealers could | 


secure a binder sufficiently large to take 
care of the sheets he requires. 

“By maintaining an index file he can 
readily locate the sheets he is looking 
for.” 

(Signed) CLARENCE E. LEHMER, 
Secretary, 


Alhambra Hdwe. Co. Inc., 


Alhambra, Cal. 


Manufacturers Should Stick 
to Standard 

“WE are now working on a new 
catalogue, which size of page will be 
7¥%, x 105% in., and is known as a stand- 
ard size page. However, there are still 
a large number of manufacturers that 
do not seem to know about this stand- 
ard size, and furnish us insert pages 
that will not fit in our new book. 

“If the manufacturers would adopt a 
standard size page and stick to it, we 
could use in our salesmen’s books a 
large number of insert pages that we 
now have to consign to the waste bas- 
ket, for the reason that too many books 
that are known as standard are other 
than 734 x 105% in.” 

(Signed) C. N. GRAHAM, 
Catalogue Department, 

E. L. Wilson Hardware Co., 
Beaumont, Texas. 


Standardization Would Be 
Great Convenience 


“IT would be a great convenience if 
you could be instrumental in bringing 
about the standardization of the size of 
the hardware catalog page. Frequently 
we are called upon to supply loose-leaf 
pages for hardware dealers’ catalogs 
and we find this a very difficult prob- 
lem because of the variation in the sizes 
of pages required. If a standard cata- 








log page could be adopted, it would be 
a great convenience to the manufac- 
turer, and they could be supplied 
promptly at much less expense than at 
present because of the various sizes 
of pages demanded. 

“It is immaterial to the manufacturer 
as to the size of the page adopted. 
Therefore we have no suggestions to 
make in this respect. The hardware 
dealer is in a better position to deter- 
mine the size page that will cover his 
requirements the best. We hope you 
will have success in standardizing the 
size of the catalog page.” 

(Signed) J. W. RaAtHBUN, 

Manager, S. W. Card Mfg. Company, 
Division of Union Twist Drill Co., 
Mansfield, Mass. 


Very Pertinent Subject for 
Consideration 


“WE notice an article in the June 28 
issue Of HarpwareE AGE entitled, ‘Why 
Have Different Size Catalog Pages?’ 
We think this is a very pertinent sub- 
ject and we would like to give you our 
thoughts on the matter. 

“Black & Decker distribute through 
the mill supply, machinery, plumbing, 
sheet metal, electrical, hardware and 
automotive supply jobbers, and conse- 
quently this subject is of vital interest 
to us. 

“For the past several years we have 
been supplying only one size catalog 
insert sheet for these different classes 
of jobbers, and this size is 81% x 105¢ 
with a 134-in. margin on the left-hand 
side of the page for binding in loose 
leaf catalogs. This size of catalog 
sheet, of course, is standard through- 
out the automotive trade and, we find, 
fills the bill in more than 75 per cent 
of the cases in the other classes of trade 
mentioned above. The cost of catalog 
insert pages during the year is a very 
large factor in any manufacturer's ad- 
vertising budget, and on account of this 
fact, and also for the convenience and 
quick, service that may be given job- 
bers, it certainly seems that standard- 
ization on size and style is very badly 
needed in this instance. Certainly, the 
problems of the various classes of job- 
bers are more or less alike; at least, to 
such an extent that a standardized size 
and style of catalog insert page could 
be used for all, and we should certainly 





What is your opinion? 


like to see the 8%x 105g with the 
14%-in. margin on the left as standard. 

“We have had requests every now 
and then from various jobbers to make 
up for them enough catalog insert sheets 
for their books of a size a little larger 
or smaller than the 81% x 105¢ in. size, 
and in cases where we have granted 
these requests the cost of these odd size 
pages has in many cases exceeded our 
profit from that jobber’s account for 
that year. Printing up odd size pages 
also causes great delays in the delivery 
of the pages and, from beginning to 
end, is an economic waste. 

“The individual or institution 
brings about a standardization in the 


who 


size of catalog pages is entitled to sev- 
eral extra stars in his crown and, so 
far as Black & Decker is concerned, 
we shall be only too glad to print cata- 
log insert sheets of any size just so 
that size will be acceptable to the va- 
rious classes of trade who sell Portable 
Electric Tools. 
(Signed) Roserr BLack, 
Advertising Manager, 
The Black oy Decker Mf gq. CO. 
Baltimore, Md. 


Agree with Suggested Sizes 

“AT the time we decided to supply 
our dealers with catalog sheets about 
our product Skilsaw, we investigated 
the different ways of doing this, and 
recommendations from various sources 


determined,our use of an 84 x 105¢ 
two-page sheet punched for the Kala- 
mazoo binder. This seems to be the 
one best fitted for the purpose. 

“All of our dealers have been 
plied with this size sheet and it is now 
being incorporated into a catalog of 
the same size. 

“From the manufacturer's viewpoint 
it would appear to be the most eco- 
nomical and convenient, because 81% x 
105% is approximately letterhead size. 

“According to our various dealers it 
is also the most practical. Your edi- 
torial in the June 28th issue of Harp- 
WARE AGE, in regard to this mat- 
ter, causes us to write to you in behalf 
of at least one of our jobbers, and if 
the standard catalog sheets are adopted 
it is our recommendation that size 814 
x 105% be used.” 

(Signed) A. Layton Rumry, 
Advertising Manager, 
Skilsaw, Inc., 

Chicago, Il. 


sup- 
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J. W. White Buys Control 
Eagle Engineering Co. 


J. W. White has purchased control of 
the Eagle Engineering Co., Springfield, 
Ohio, and has been elected president and 
treasurer. The company manufactures the 
Eagle vegetable chopper and slicer, the 
Eagle power slicer for hotel and restau- 
rant use, and various kinds of jigs, dies, 
and special machinery. Mr. White is also 
general manager, W. F. Robertson Steel 
& Iron Co., Springfield, Ohio, which posi- 
tion he will continue to fill. 

The other officers of the Eagle Engi- 
neering Co. are W. S. Lewis, secretary and 
manager, and Fred A. Pfeifer, vice-presi- 
dent and chief engineer. These officers, 
together with L. H. Cook, cashier of the 
First National Bank & Trust Company, 
and H. C. Corry, of Martin & Corry, 
attorneys, constitute the board of directors. 

Mr. White has announced that he has 
reorganized the company, and will super- 
vise the sales policies and financing, but 
otherwise the business will be managed by 
its own organization. 


Brooklyn Assn. Held Meeting 
Thursday, July 18 


The Brooklyn Hardware Association 
held its regular monthly meeting at the 
Johnston Building, Brooklyn, N. Y., 
Thursday, July 12, with President Ed- 
ward F. Daily presiding. The evening 
was devoted to the formation of plans for 
the joint Metropolitan outing held July 18, 
and for the famous Cornell-Atkinson ques- 
tion box discussion, both under the direc- 
tion of H. A. Cornell. Past N. R. H. A. 
president, R. J. Atkinson, spoke briefly on 
the recent Boston Congress with additional 
comments by Mr. Cornell, Edward J. 
Ferguson, Manhattan and Bronx Associa- 
tion and Charles J. Heale, HARDWARE 
AGE. 

Secretary Robert Pearsall handled the 
duties of his office with his customary 
efficiency. 


Central New York Dealers Hold 
Meetings in Syracuse 


A largely attended dinner and monthly 
meeting of Central New York Hardware 
Association was held Monday evening, 
July 9, at Syracuse Yacht and Country 
Club, Syracuse, N. Y. 

The speaker of the evening was N. D. 
Bartle, secretary and manager of Business 
Men’s Association of Syracuse, who dis- 
cussed retail credits and described at length 
the plans of his organization for tabulating 
and reporting information on seekers for 
credit. 

The widespread use of conditional sale 
contracts makes it imperative, said Mr. 
Bartle, that applicants for credit on open 
account should be very carefully investi- 
gated. He cited several instances where 
wage-earners’ income was mortgaged on 
conditional sale contracts for many months 
ahead, making such persons risky prospects 
for credit on open account. 

The hardware trade in and near Syra- 








cuse plans to hold a general outing early | 


in August, closing the stores for at least 
part of a day and taking all employees and 
their families to the outing. A committee, 
headed by H. P. Aikman, Cazenovia, was 
appointed to make arrangements. 

A lively question box session closed the 
Monday meeting. 


B. M. Gladding Died July 2 
‘ Memphis Manager for Atkins 
B. M. Gladding, sales manager for E. C. 
Atkins & Co., Indianapolis, Ind., at the 


company’s Memphis, Tenn., branch, died 
July 2. He had been ill for about two 





B. M. GLADDING 


weeks. Mr. Gladding was born Oct. 18, 
1866, and is survived by his widow, Mrs. 
Margaret E. Gladding, and brother, N. A. 
Gladding, first vice-president, E. C. Atkins 
& Co. / 

The late Mr. Gladding joined the sales 
department of Atkins in 1866, and later 
was made sales manager of the Memphis 
branch and continued in that capacity until 
1910, when, on account of poor health, he 
retired. Recovering his health, he again 
resumed the sales managership at Mem- 
phis on Oct. 3, 1921, where he was active 
at the time of his demise. 

“B. M.,” as he was affectionately known, 
was a very successful sales executive, han- 
dling a special force of 35 men selling 
the South and Southwest trade which in- 
cluded hardware and mill supply jobbers, 
hardware dealers, cotton gins, industrial 
plants, and lumber operators. 


A Correction 


To correct an error in our issue of 
July 5, we wish to state that Guy C. 
Small, of Medford, Mass., is assistant 
secretary of the New England Hardware 
Dealers’ Association, and that Albert Hiatt, 
of Malden, Mass., has charge of a boys’ 
summer camp on Lake Winnepesaukee. 
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Phil J. Gibbons President 
Sidway-Topliff Company 


Phil J. Gibbons has been elected presi- 
| dent of the Sidway-Topliff Co., Washing- 
| ton, Pa., manufacturers of the Joy Toy 
| tine of juvenile vehicles. For several years 


| Mr. Gibbons has been secretary of the 
| 





PHIL J. GIBBONS 


National Association of Children’s Vehicle 
Manufacturers. Prior to that he was for 
many years affiliated with the Kirk-Latty 
Co., Cleveland, Ohio. 

Mr. Gibbons is a well-known figure in 
the children’s vehicle field and brings to 
the Sidway-Topliff Co. a wealth of expe- 
rience. 

The company has recently issued a new 
catalog covering the Joy Toy line of vehi- 
cles, which includes a complete line of 
automobiles, velocipedes, scooters, pedal 
cars, sidewalk cycles, doll carts and doll 
furniture. The catalog is well illustrated 
with some pictures in colors. 


W. P. Hall Elected President 
Southern Seedmen’s Association 


W. P. Hall, Louisville, Ky., a director 
and past-president of the Kentucky Hard- 
ware and Implement Association,. was re- 
cently elected president of the Southern 
Seedmen’s Association at its convention in 
New Orleans, La. 


Bank Debits Show Advance of 9.6 
Per Cent for Week 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended July 3, which included but five 
business days, aggregated $16,313,000,- 
000, or 9.6 per cent above the total of 
$14,878,000,000 reported for the pre- 
ceding week, and 11.3 per cent above 
the total for the week ended July 6, 
1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $15,456,271,000, as compared with 
$14,090,222,000 for the preceding week 
and $13,789,563,000 for the week ended 
July 6, 1927. 



































Evan G. Chandlee Dies—Vice- 
Pres., E. K. Tryon Co. 


Announcement has been made by the 
Edward K. Tryon Co. of the death of its 
vice-president, Evan G. Chandlee, on Tues- 
day, June 26, in his seventy-eighth year. 

Mr. Chandlee was born in Philadelphia 
in 1851, and was educated in Philadelphia, 
graduating from the Central High School. 
In 1870 Mr. Chandlee entered the office 





EVAN G. CHANDLEE 


of Edwards & Castle, leather merchants, 
where he ‘became proficient in accounting 
and bookkeeping and was later transferred 
tc the sales department. In 1876 he re- 
signed his position with Edwards & Castle 
and entered the sales department of the 
old fire arms house of Edward K. Tryon, 
Jr. & Co. 

Mr. Chandlee was quick to see the pos- 
sibilities of the rapidly growing territory 
of the Middle West and immediately set 
about developing the firm’s business in 
this progressive country. 

Some time after joining the Tryon 
forces, Mr. Chandlee formed what was to 
be a life-long association with the well- 
known manufacturers of scythes, grass 
hooks, etc., David Wadsworth & Sons of 
Auburn, N. Y., and so long as Mr. Chand- 
lee traveled he represented this factory in 
addition to the Tryon line of merchandise. 
In 1890 Mr. Chandlee was admitted to 
partnership in the Tryon firm and upon 
its incorporation in December, 1904, be 
became secretary and treasurer and also 
general manager of the business. Later 
he became vice-president and held this 
office at the time of his death. Mr. Chand- 
lee had not been in active business in late 
years, having been largely confined to his 
home on account of illness. 

Mr. Chandlee at the time of his death 
was a member of the Athelstan Lodge of 
Masons and Mary Commandery, Knights 
Templar and a member of the “Old 
Guard.” He was for many years a di- 





rector of the Penn National Bank of 
Philadelphia. ~ 

He is survived by two daughters, Dr. 
Gertrude J. Chandlee and Mrs. F. Morse 
Archer, and by two sons, Edward E. 
Chandlee, ‘secretary and treasurer of the 
Edward K. Tryon Co., and Charles W. 
Chandlee, who is generai sales manager of 


the corporation. 


Parker Nasgseen Now With 
Sulloway Mills, Hosiery Makers 


Parker Margeson, formerly president of 
the Winchester-Simmons Co. of Boston, 
and of Chicago and of St. Louis, Mo., 
is now with the Sulloway Mills, one of 
the largest manufacturers of wool hosiery 
in regular and golf styles, with mills at 
Franklin, N. H., Providence, R. I. and 
Leith, Scotland. 

Mr. Margeson was with the Winchester 
Repeating Arms Co., in the warehousing and 
sales departments, from 1919 to the time 
of the Winchester-Simmons merger. Later 
he headed the companies mentioned, then 
joined the general staff of the parent com- 
pany, in charge of sales promotion, adver- 
tising and financial controls as vice-presi- 
dent of the Simmons Hardware Co. 





Silvanus Smith Sales Manager 
of Carpenter-Morton Co. 


The Carpenter-Morton Company of 
Boston announces the appointment of 
Silvanus Smith as sales manager, effec- 
tive July 1. 





SILVANUS SMITH 


Mr. Smith has been associated with the 
company for the past twenty-seven years. 
He started as office boy at the age of 
fifteen, later becoming a traveling sales- 
man, first in Illinois State territory, then 
in eastern Massachusetts and Rhode Island 
territory. In 1916 he was appointed store 
manager, and in 1924 became manager of 
the industrial department of the company. 

He will be supported in his work by 
a corps of .experienced and loyal salesmen. 
He is a stockholder and director of the 
Carpenter-Morton Company and _past- 
president of the Paint Trade Salesmen’s 
Club of New England. 


Guy C. Myers Will Address Sales 
Convention in U. S. from 
England Via Radio Phone 

For the first time in history, trans- 

Atlantic telephony will be used for another 

purpose than ordinary conversation when 

salesmen of the F. E. Myers & Bros. Co. 

meet at Ashland, Ohio, July 24. 

Guy C. Myers, vice-president of the 
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Myers company, will talk from a room 
in the Mayfair Hotel, London, England, 
greeting the salesmen and conversing with 
P. A. Myers, president of the company, 
who will be in‘a special booth in the con- 
vention hall here. 

Loud speakers will be installed so the 
salesmen at the convention can hear the 
greeting of Guy Myers as well as both 
sides of the conversation between the presi- 
dent and vice-president. This will be the 
first time, so far as is known, that ampli- 
fiers have been used on trans-oceanic con- 
versations. 

The voice of Guy Myers will be trans- 
mitted from London to Rugby transmitting 
station by telephone, by radio from there 
to Houlton (Me.) receiving station, then 
to New York and Ashland by telephone. 

The voice of P. A. Myers will be car- 
ried from Ashland to New York by tele- 
phone, and from there to the Rocky Point 


transmitting station, where it will be 
transmitted by radio. In England the 
message will be received at the Wrough- 


ton receiving station and transmitted to 
London by telephone. 

Robert A. Fox, traffic manager of the 
Star Telephone Co., formerly owner and 
operator at radio station WLBP, is mak- 
ing arrangements for the trans-Atlantic 
telephoning, with the assistance of the 
American Telephone & Telegraph Co. 
Mr. Fox will make a dictaphone record of 
the conversation. 

Leslie M. Stratton Honored for 
Community Fund Work 


Leslie M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn., and _presi- 
dent of the Southern Hardware Jobbers’ 
Association, was recently featured in a 





LESLIE M. STRATTON 


news story in the Memphis Evening Appeal. 
This paper paid tribute to the great com- 
munity work being done by this outstand- 
ing hardware man, commenting particu- 
larly on his recent work as president of 
the local Community Fund and his work 
as superintendent of a local Sunday school. 
Mr. Stratton is also treasurer of the 
Methodist Hospital, past-president of the 
board of directors of the local Y. M. 
C. A., trustee of the Porter Home and 
Leath Orphanage, and during the war 
headed several money-raising drives for 
community funds. 
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Washington News Letter 


Active Field Work of Federal Trade Commission to Go Ahead Rapid- 
ly After Vacation Period—Department of Commerce Retail Credit 


(Washington Bureau of HARDWARE AGE) 

Active field will not be taken up by 
the Federal Trade Commission in con- 
nection with its investigation into opera- 
tions of chain stores until after the sum- 
mer vacation period. It will then be 
started under way and pushed to com- 
pletion as rapidly as conditions warrant. 
Should the Economic Division of the 
Commission, which will have charge of 
the inquiry, be able to maintain its staff 
at the required level for most of the time 


it may be possible to complete the inves- | 


tigation at the end of the present year 
or soon after the New Year. The wide 
public interest in this investigation is 
apparent and perhaps in that respect 
it exceeds any other undertaking of the 
Commission. It deals with a subject 
which is directly related to the homes of 
the country which see the growing com- 
petition between the chain stores and the 
independents and the public apparently 
is not sure which gives the most and the 
best for the money. Distinction is made 
between quality and quantity and this 
is a subject that will be inquired into 
by the Commission along with its nu- 
merous other lines of investigation. 
Another interesting phase also will con- 
cern growing competition between the 
chain stores themselves. Alleged unfair 
practices in dealing with consumers, 
such as selling under nationally adver- 
tised names qualities which are not up 
to the standard but which are supposed 
to be first class goods, will be a phase 
of the study that is attracting consider- 
able attention. Use of “leaders” for 


products, and similar practices to draw 
trade and making drives on other lines 
which are sold at as much or more than 
the prices of independents, price con- 
cessions to chain stores for reason other 
than bulk buying, the financial charac- 
ter of the chains, their plan of organiza- 
tion and general operation, and related 
subjects will be given study. It is also 
true that methods and operations of in- 


dependent wholesalers and retailers will | 
| installment purchase payments in this 
It is expected to | 
| show this for the leading occupational 
| groups in each district of the country 
| and to show the influence of income from 
| investments and of several wage earners 


be studied as a means of comparing them 
with those of the chain stores. 
both the chains and independents have 
shown a willingness to cooperate in the 
inquiry and while that has caused a little 
surprise in some sources it is perhaps 
natural. The independents especially 


So far | 


Survey Now Under Way 


By L. W. Moffett 


| have manifested an eagerness to have 


the chain stores studied and a clear un- 
derstanding disclosed to the public of 
their operations. There seems to be the 
feeling on their part that the supposed 


advantages of the chain stores are often | 


merely mythical and even in some cases | ‘ 
‘ groups alone will be published. 


are handicaps when quality, service and 
price are measured with those of the 
independents. 


The plan of the Department of Com- | The Department is also considering ask- 


|ing large corporations doing business 


merce for its national retail credit sur- 
vey now started under way is to base it 
on two questionnaires, one to be filled 
in by representative retailers and one by 
representative consumers. It is not ex- 


pected to reach every one by this method, | 


nor is it expected that every one who 
receives a questionnaire will be able to 
answer all the questions asked. But 
confidence is felt that if all who get the 


questionnaire and are able to answer | 


them will do so, the survey will develop 
facts from representative samples which 
will be consolidated into groups by geo- 
graphic regions and types of business. 
The Department has made it plain that 
it is undertaking the study with an ab- 
solutely open mind to all relative facts 
which it can discover. It wishes to get 


available without bias to the business 
world for such action as they may find it 
advantageous to take. The Department 


| has pointed out that it mediates no 


government regulations as the result of 


: 2 : | its work, but believes that business can 
cutting prices, going below cost on other | 


regulate its own credit problems when 
the facts are adequate. 

The questionnaire to be filled in by 
representative consumers is expected to 
make it possible for the Department to 
show to what extent the incomes of rep- 


resentative groups of the consuming | 


population are mortgaged in advance. 


show the relative importance of the 


leading open charge account bills and | 
| the collections on each of these accounts 


mortgaging of income. 


in the family on the credit habits of con- 


| sumers. The Department is asking for 


some very intimate information from 
the consumers themselves. They are 


| asked to lay bare their finances in a way 


few would care to do. For this reason 
each report will be known by number 
and not by name and reports for large 
Circu- 
lation of the questionnaire will be 
through several channels so that dis- 
tribution will be made. It is hoped to 
get various labor, business and profes- 


| sional organizations to circulate the 


questionnaire among their members. 


over a wide area to distribute the ques- 
tionnaire among their employees with 
their request that the blanks be carefully 
filled in and mailed to the Department. 

With the retailer’s study, just as in 
the case of the consumer’s study, the 
Department is interested in the report 
for any individual business only in or- 
der to add such data together for all the 
representatives in a business group. The 
Department decided to ask each retailer 


| to sign his report in.order that the re- 
| sponsible leaders of the study may get 


in touch with any dealer whose report 
manifestly needs some additional atten- 
tion. However, the Department will 
put a number on the body of each report 
and the same number on the signature 
slip and then cut off the signature. This 


' at the real facts and to make these facts | will be done when the report first reaches 


the Department and from then on the 


| numbered signatures will be available 


only to the Department’s responsible 
leaders and the report forms with their 
confidential figures are known to the 
clerical staff solely by number. The re- 
tailers will be asked to check the kind 


| of business they do; the kinds of goods 


they sell in each class of accounts, cash. 
open credit and deferred payment; the 
usual deposit required on deferred pay- 


| ment; the usual number of payments 


and the life of the contract; sales in each 
of the three accounts for each of the last 
three years; repossessions and salvage 


|on deferred payment sales; the out- 
The Department also will be able to | ied 


standing balance, or accounts receiv- 
able, on open credit and deferred pay- 
ment sales separately for 12 months and 


in the corresponding period of 1927; 
bad debts for 1927 in each of the two 
credit amounts separately; extent of 
the use of finance companies; and the 
method of credit scrutiny employed by 
each firm. 
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General Market News 








Hardware Trade Continues 
to Improve, All Centers Report 


New YoRK, July 18—The marked improvement reported last 
week is being followed by even greater activity according to reports 
from important market centers. The main demand is, of course, for 
seasonal items, but staples are also moving in good volume. 

The excellent crop outlook, the building program of the country 
and the industrial situation generally all contribute to the present 


favorable market condition. 


Prices in a few instances have been changed, but in the main they 
are steady and firm. Collections are improving as the general busi- 


ness fabric strengthens. 


Freight Loadings Up 16,260 in 
Week Ending June 30 


Revenue freight loaded 1,003,049 cars | 
during the week ending June 30, show- | 
ing a gain of 16,260 cars over the pre- | 
vious week but a decrease of 18,389 | 
cars compared with the corresponding 
week last year. 

Total loadings for the first half of 
1928 decreased 4.2 per cent from the 
same period in 1927, amounting to 25,- 
521.040 cars last year. Compared with 
the first six months of 1926, there was 
a decrease of 876,127 cars, or 3.5 per 
cent. 

Miscellaneous freight loaded 391,967 | 
cars during the week, a decrease of 
9619 cars from the same week last | 
year, 





Commercial Failures Show De- 
cline Week Ended July 7 


Bradstreet’s reports 277 failures for 
the week ended July 7 in the United 
States as compared with 409 for the | 
previous week and 293, 306, 304, 281 | 
for the corresponding weeks 1927 to 
1924. The New England States had 
28, Middle Atlantic, 77; Western, 70; 
Northwestern, 24; Southern, 56; Far | 
Western, 22. Canada had 25 defaults 
for the week, against 35 for the pre- | 
ceding week. In the United States | 
about 78 per cent of the concerns fail- | 
ing had $5,000 capital or less, and 14.4 
per cent had from $5,000 to $20,000 | 
capital. | 

With the returns covering five busi- 
ness days only, owing to Wednesday’s | 
holiday, failures in the United States, | 
reported to R. G. Dun & Co. this week | 
Number 357. A satisfactory compari- | 


| aged 98.8 per cent. 


son with last week’s statstics is only | 


possible by reducing the figures to a 
Gaily average—this week, the average 
is a little more than 71 per day, 
whereas it was about 70 last week. 
A year ago, when the statement also 
covered five business days, the total of 
all defaults was 313, or 44 less than 
during the present week. 

The insolvency record for Canada 
this week shows a total of 30 failures, 
which is identical with the number 
reported to R. G. Dun & Co. a year 
ago. 


Last Week’s Price Average 98.8 
P. C., Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced July 8 that the pre- 
vious week’s wholesale commodity 
prices, based on Dun’s quotations, aver- 
The June average 
was 98 per cent. The purchasing power 
of the dollar was 101.2c. on a 1926 
basis of 100c. The June average was 
102c. 

Crump’s index for the week on the 
revised 1926 level was 94.5. The June 
average was 95.1. 

The Italian index on the revised 1926 


level for the week ended June 30 was | 


75.4. 
Lockwood issues New Prices 
Effective July 2, 1928 


Lockwocd Mfg. Co., South Norwalk, 
Conn., has issued a new price list on its 


complete line of locks and builders’ hard- | 


ware, dated July 2, 1928. It is known as 


Price List No. 11. 


| The Circulation of Money Shows 
Decline on Year 


Based on an estimated population of 
| 118,364,000 June 30, the national per 
capita circulation of money was $40.52, 
the Treasury Department announced 
July 9. This marked a gain of forty 
cents since May 31 and a loss of 96 
| cents since June 30, 1927. 

The money circulation June 30 was 
$4,796,408,667, as compared to $4,851,- 
325,356 a year before. The largest cir- 
culation in history was Oct. 31, 1920, 
with $5,760,953,653. 
| Tota! money stocks June 30 were 

$8,117,768,786 as compared to $8,667,- 
286,075 a vear ago. Of the total stocks 
the treasury held $3,725,508,841 and the 
Federal Reserve banks $1,582,575,910 
The Treasury stock of money was 
$434,000,000 less than a vear ago, while 
noldings by the reserve banks were 
$151,000,000 less. These losses repre- 
| sent the large amount of gold which 
has been exported from United States 
during the last year. 

The total gold stock of gold coin and 
bullion on June 30 was $4,108,931,616 
compared to $4,565,098,136. The gold 
loss $457,000,000, as shown by Treas- 
ury figures, is the greatest in any sim- 
ilar period in American history. 





| Chain Stores Gross Sales Show 
Very Large Increases 


| Though no indications of sales per 
| individual chain store are given, re- 
| cent report&S on gross sales for leading 
chains show substantial increases. 
Sales reported by the fourteen lead- 
ing chain store systems in the United 
States for the six months ended June 
30 broke all previous*records for any 
| similar period, according to a compila- 
tion made by George H. Burr & Co. 
Total sales aggregated $362,627,210, an 
increase of $41,681,655 or 12.1 per cent 
| compared with sales of $320,945,555 
| reported for the same period last year. 
While a portion of the gain reported 
over last year was due to the opening 
of new locations, the totals in general 
reflect the continued prosperous con- 
| ditions prevailing in most sections of 
| the country. Inasmuch as the larger 
| portion of the annual business of the 
chain store systems is carried on dur- 
ing the closing half of the year, total 
sales for the full year 1928 will again 
surpass all previous records, based 
upon the showing for the first six 
months. Every system included in the 
| compilation reported gains in sales for 
| both June and the six months. 





HARDWARE AGE for JULY 19, 1928 


Crop Conditions Improved in Chicago Area 


—Business Also Better 


son. 


(Chicago office of HARDWARE AGE) 


CHICAGO, July 17.—While the recent heavy rains which prevailed | 
throughout the agricultural sections of the Middle West have had 
some detrimental effect upon the crops, the following hot weather 
has brought the first real progress in crop conditions of the season. 
About the only complaint on the general farm situation is that cul- 
tivation is hampered by the excessive moisture and moist fields are 
weedy. 
With the more favorable agricultural outlook, summer sales of 
hardware are considered as very satisfactory—the demand is steady 
and prices are being well maintained. 

The steel industry in the Chicago area is experiencing the usual 
summer slump which, perhaps, seems a trifle more pronounced this 
year due to the exceptionally high production of earlier in the sea- 


users of steel. 
Collections, while still only fair, are reported as showing a slight 


improvement. 


AUTOMOBILE 


RASEBALL GOODS.—Sales are good. 
There is an increased interest in base- 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO 
Spark Plugs.—Splitdorf, for Fords, 


50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box Line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights. — Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, dozen pair lots, 


35 per cent discount. 


Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in. cylinder, $1.85 
eac 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $5.45; heavy 
duty oversize, $7.25; 32 x 4 Liberty, 
$10.20; heavy duty, $12.10; tires, 29 x 
$4.40, $8.00; 32 x 6.20, heavy duty, 
$17.40; tubes, 30 x 3%, $1.40; balloon 
tire tubes, gray, 29 x 4.40, $1.65; 32 x 
6.20, $3.00. 


ball goods of all kinds. 


BOLTS AND NUTS.— Prices 
steady and a very satisfactory volume 


of 


BUILDERS’ HARDWARE.—The mar- 
ket seems to be firming up. Prices on 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Goldsmith Official League ball, 
$15 dozen; Louisville Slugger bat, 
$16.90 dozen. 


orders is being received. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; small carriage bolts, 
rolled thread, 60-10 per cent discount; 
machine bolts, cut thread, 60 per cent 
discount; small machine bolts, rolled 
thread, 60-10 per cent discount: all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 


lock sets are considered low. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper 
and dull brass finish, $2.34 per doz. 
pair, case lots; less quantities, $2.16 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.00 per 
doz. pair, case lots; less quantities. 
$3.12 per doz, pair; heavy steel bevel 


ACCESSORIES.—The 
vacation season is responsible for an 
increased demand for auto accessories. 





are 





Automobile and implement makers continue to be the largest 


inside sets, $5.00 per doz. sets, case 
lots; steel bit-keyed front door sets, 
$1.45 per set; wrought brass, bit- 
keyed front door sets, $2.60 per set; 
cylinder front door sets, $6 per set. 


CHAINS.—Prices are firm and there 
is some improvement in sales. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
%-in. proof cow chains, $8.50 per 


100 lb. Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent discount. 
No. 00-41% electric welded cow ties, 


$2.75 per doz. 
COPPER RIVETS AND BURRS.— 
Sales are good and prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO; 

Copper rivets and burrs, 40-10-5 
per cent discount. 


EAVES TROUGH, PIPE, ETC.— 
Prices continue steady in this territory, 
with fair demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28 gage single head lap joint gut- 
ter, 5 in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3 in., $4.20 per 100 
ft.; plain ridge roll, 1% in., $3.65 per 
100 ft.; corrugated conductor elbows, 
3 in.., $1.51 doz. 


ELECTRICAL MERCHANDISE.—Fan 
business, delayed by unseasonable 
weather is beginning to come in. De- 
mand for B batteries is unusually 
heavy for this time of year. No price 
changes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.—No. 14 rub- 
ber covered wire, $6 per 1000 ft.; 
in less than 1000 ft. lots, $6.50; No. 
18 lamp cords, $11.25 per 1000 ft.; in 
1000 ft. lots, $10.50; % in. brush brass 
key sockets, 13c. each; lots of 25, 
12%4c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; two- 
piece attachment plugs, 7%4c. each; 
dry cells, boxes of 50, 32%c. each; 
less than case lots, 36c. each. 

Electrical Appliances. — Iron Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; lots of six, $4.75; Per- 
colator, Universal 9169, $16.65. 

a. hn Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2. '80; No. 772, $2.06 each; packages 








of 5, $1.92; No. 486, $3.58 each; pack- 
ages of 5, $3.33; new No. 485 Layer- 
bilt battery, less than standard pack- 
ages, $2.53 each; standard packages 
lots, $2.33 each. 

Battery Chargers.—Apco line, 
of less than 10, $9.90 each. 


FILES.—Prices are firm and the de- 
mand is steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
American files, 60-10 per cent off 
list; Nicholson files, 50 per cent off 
ps Black Diamond files, 50 per cent 
ist. 


FISHING TACKLE.—The demand is 
holding up extremely well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Bronson No. 1800, $1.60 each; Chi- 
cago level winding reel, $2 each; 
Symploreel No, 752, $4.90 each. 
GALVANIZED WARE.—With the pre- 
vailing high prices of. eggs and butter 
there is a steadily increasing demand 
for dairy and poultry supplies. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Standard galvanized after made 
tubs, No. 1, $5.75; No. 2, $6.50; No. 3, 
$7.65; 10 qt. galvanized after made 
pails, $2; 12 qt.. $2.25; 14 qt., $2.50: 
1 gal. all galvanized oil cans, special 
$2.35 doz.; 2 gal., $4 doz.; No. 3, 3 
gal., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 26 
baled % bu. galvanized measure, 


$4.50. 
GARDEN HOSE.—Demand is rather 


light in nearby territory on account of 
continued rains. 


JOBBERS’ QUOTATIONS aa RE- 
TAILERS, F.0O.B. CHICAGO 

Garden hose, good quality. molded 
hose, % in., llc. per ft.; 12% c. per 
ft.; 5 ply, good quality, wrapped, % 
in., 8c. per ft.; % in., 9%c. per ft. 
Lawn sprinklers, Rain King, $28 a 
doz.; original fountain sprinklers, $6 
doz.; Rainbow, 38 in. high, $24 a doz. 


GLASS AND PUTTY.—Sales are only 
fair. Prices are unchanged. 


JOBBERS’ a dsssaau TO RE- 
TAILERS, F.O.B. CH GO: 

Single strength A, 4 po 88 
per cent discount; single strength B, 
all brackets, 89-5 per cent discount: 
double strength A, all brackets, 88 
per cent discount; double strength B, 
all brackets, 89-5 per cent discount: 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


HAMMERS AND HATCHETS— 
These tools maintain a steady price 
position. Sales while individually 
small are in good total volume. 


JOBBERS’ he TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers. — First quality, 10 02. 


lots 


nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 

Hatchets.—First een hatche ts, 
No. 2 shingling, $12. doz.; first 


uality hatchets, No. : hice $16.40 
0z.; medium quality hatchets, No. 
2 shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are rather slow. No price changes are 
in prospect. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hay fork handles, straight, chucked 


and bored, X 4 ft., $2.40 per doz.: 4 
ft., $2.70 per doz.; XX 4 ft., $3.90 per 
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doz.; 4% ft., $4.20 per doz.; ash fork 
handles, bent, chucked and _ bored, 
X 4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft., $6.15 per doz.; 4% ft., $7.10 
per doz.; bent manure fork handles, 
plain, X 4 ft., $3.05 per doz.; 4% ft., 
$3.40 per doz.; XX 4 ft., $4.65 per 
doz.; 4% ft., $5 per doz.; bent manure 
fork handles, with strap, ferrule and 
cap, X 4% ft., $5.25 per doz.; XX 4 
ft., $6.65 per doz.; 4% ft., $7.10 per 
doz.; garden hoe handle, X 4% ft., 
$2.60 per doz.; XX 41% ft., $3.70 per 
doz.; rake handles, X 5% ft., $3.50 per 
doz.; XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; XXX, $8 per doz.; wood D 
spade handles, X, $4.90 per doz.: D 
shovel handles, X, I. D. L. 5 
per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.— Quality of 
handles has been more regular under 
the new standard gradings. Prices are 
firm and the demand continues average 
for the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


No, 1 (new B. W.) hickory, $4 doz.; 
No. 2 (new B. R.), doz.; second 
growth hickory (new A. W.), $5 doz.; 
finest select second growth hickory 
(new A. A.), $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1 (new S. B. R.), 90c. doz.: finest 
second growth hickory (new S, A. 
W.), $1.80 doz. 


HINGES.—Prices are firm and sales 
are fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


_ Heavy strap hinges in bundles, 4 
in., 4 in., $1.30; 6 in., $1.85; 8 
in., $2.62; 10 in., $4.20 per doz.; extra 
heavy T hinges in bundles, 4 in., 
$1.34; 5 in., $1.66; 6 in., $1.95; 8 in., 
$2.96; 10 in., $4.80 per doz. 


ICE CREAM FREEZERS.—Sales are 
steadily increasing ‘as the season ad- 
vances. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


White Mountain, 1 qt., $4.80 list; 
2 qt., $5.60 list; 3 qt., $6.75 list; 4 at., 
$8.25 list; 6 qt., $10.45 list: 8 qt., $13.40 
list; 10 qt., $17.90 list; 12 qt., $21.50 
list; 15 qt., $25.60 list; 20 qt., $33.20 
list; 25 qt., $42.60 list. Arctic, 1 qt., 
$4 list; 2 qt., $4.60 list; 3 qt., $5.45 
list; 4 qt., $6.80 list; 6 qt., $8.60 list; 
8 qt., $11.10 list. All the above less 
50 per cent discount. Alaska, 1 qt., 
$2.95 list; 2 qt., $3.45 list; 3 qt., $4.10 
list; 4 qt., $5 list; 6 qt., $6.30 list; 8 
qt., $8.20 list; 10 qt., $10.75 list; 12 
qt., $14 list; 15 qt., $17 list; 20 at., 
$21.50 list. A discount of 20 and 10 
per cent on all above prices. Acme, 
2 qt., galv., $8 doz.; 2 qt., enamel, 
$10 per doz.; 4 qt., enamel, $18 per 
doz. Above prices are net. 

Everybody’s Freezers, 1 pt., $3.50; 
1 qt., $4.50; 2 qt., $6; 3 at., $7; 4 at., 
$8. Prices are each and subject to a 
dealer’s discount of 30 per cent off. 


LAWN MOWERS.—The recent heavy 
rains have stimulated the demand. 
Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


16 in. ball bearing, 5 knife, 11 in. 
Wheels, $12.35 each; 16 in. ball bear- 
ing, 4 knife, 10% in. wheels, $9.25 
each; 16 in, plain bearing, 4 knife, 
10% in. wheels, $7.00 each; 16 in. ball 
bearing, 4 knife, 9 in. wheels, $8.50 
each; 16 in. plain bearing, 4 knife, 
9 in. wheels, $6.75 each. 


NAILS. — Nail prices remain un- 
changed locally, with some concessions 
for carload buyers, and mill shipments. 
Sales volume is rather light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 








L.c.l. quantities common wire and 
cement coated nails, current, L.c.1. 
stock orders, $3.10 per keg base, Dec. 
1, 1927, extras. 


OIL AND GASOLINE STOVES.— 
Warmer weather has started a good 
demand. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Perfection.— No. 72, 2 burners, 
$17.50; No. 73, 3 burners, $22.50; No. 
74, 4 burners, $28.50. 
Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
Puritan (Improved Model).—No. 42, 


2 burners, $17.50; No. 43, 3 burners, 
$22.50; No. 14, 4 burners, $28.50. 


Puritan discounts the same as Per- 
fection. 


Nesco.—No. 212, 2 burners, $17.50; 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103, high shelf 


only, $6.50; No. 1104, high shelf only, 
$8. 

With vitreous enameled stove stops 
and splash back.—No. 233, 3 burn- 


ers, $36.50; No. 244, 4 burners, $44.50. 


Nesco dealers’ discount, 30 and 5 
per cent. 

Nesco Rolo, 5 burners and oven, 
$90; No. 400, built in oven model, 
$63. Dealers’ discount, 30 and 5 per 
cent 


Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No, 329, range, $52.50; No. 324, range, 
$39; No. 330, range, $34.50. 

Coleman dealers’ discount, 3344 per 


cent. 
OVENS 


Perfection.—No. 211, 1 burner plain 
door, $2.50; No. 211G, 1 burner, glass 
door, $2.70; No. 112G, 2 burners, glass 
door, $6. 

Dealer’s discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
Puritan.—No. 42G, 2 burners, glass 
door, $5.50. 


Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Nesco.—No. 05, 1 
door, $2; No. 5, 1 burner, 
5; No. 020, 2 burners, 
$4.25; No. 20, 2 burners, 
$4.50; No. 301, 2 burners, 
thermometer, $6.40. 


WICKS, ETC. 


25c. each; Per- 
$4 per doz. and 


solid 
door, 
door, 
door, 
door, 


burner, 
glass 
solid 
glass 
glass 


Rockweave wick, 
fection and Puritan, 
$48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 
1948-6-1414, $43.62 per 100 rods; 21-58- 
6-41%, $48.98 per 100 rods. 


PAINTS AND OILS.—Chicago prices 
are still unchanged. Sales are satis- 
factory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw.—Barrel lots, 85c. 


cook 


per gal.; 5-barrel lots, 83c. per gal. 

Linseed Oil, Boiled. — Barrel lots, 
89c. per gal.; 5-barrel lots, 86c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58%4c. per gal.; steel drums, extra, 
$6, returnable. 

Turpentine. — Drum lots, 67c. per 
gal., net. 

White Lead.—100 lb. lots, $13.25; 


50 Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4¥% lb. cuts), white, $2.20 
per gal. in barrel lots; orange, $2.35 
per gal. in barrel lots. 


English Venetian Red.—In barrels, 
ae. per lb.; in 100-lb. lots, 6%c. per 


Paid Paste.—Barrel lots, 744c. per 


PREPARED ROOFIN G.—Present 
higher prices are well maintained. 
Sales are very large due to wet 
weather necessitating much _ repair 
work. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate surface prepared 
roofing, $2.25 per square; best grade 
tale surfaced, $2.25 per square; me- 
dium tale surfaced, $1.75 per square; 
light tale surface, $1.05 per square; 
red rosin sheathing, $55 per ton. 


PYREX WARE.—The demand is very 
good for this season of the year. Prices 
are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—No changes to report for the 
July-August period. Sales are keeping 


up. 


doz.; 4 cup, 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. CHICAGO: 

Best Manila, standard brand, 2lc. 
per lb.; No. 2 Manila, 19c. per Ib.; 
No. 1, Sisal, 14%4c. per Ib.; No. 2, 
Sisal, 13c. per Ib. 


SASH CORD.—The market is firm and 
the demand fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


No. 7 standard brands, $8.15 per 
doz. hanks; No. 8, $9.35 per doz. 
hanks, 

SASH PULLEYS.—Prices are un- 


changed and the demand is steady. 
JOBBERS’. QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Common sash pulleys, 55c. per doz.; 
barrels, 50c. per doz.; Common Sense, 
2 in., 55¢c. doz.; barrels, 50c. doz.; No. 


110, 50c. doz.; barrels, 45c. doz. 


SCREEN DOORS AND WINDOW 
©CREENS.—Sales continue seasonably 
heavy, with prices same as announced 
in January. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Sereen doors, No. 266, 2-8 x 6-8, 
$20.46 doz.; No. 296, 2-8 x 6-8, $24.66 
doz.; No. 311, 2-8 x 6-8, $20.92 doz.; 
window screens, No. *1833, $4.56 doz.; 
No. 2433, $5.40 doz. 


SCREWS.—There is a very active de- 
mand and prices are being well main- 
tained. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


(New lists Jan. 3, 1928.) Flat bright 
round head, 


screws, 50 per cent; 

blued, 45 per cent; flat head brass, 45 
per cent; round head brass, 40 per 
cent. 


SOLDER AND BABBITT METAL.— 
Prices here are still unchanged but 
with a firmer general market. Sales 


are moderate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Warranted 50-50 solder, $35 per 100 
lb.; medium 45-55 solder, $33 per 100 
lb.; tinners, 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal, $20 
per 100 lb.; standard No. 4 babbitt 
metal, $12 per 100 Ib. 
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STEEL SHEETS.—The new low prices 
have not influenced sales to any notice- 
able extent. Demand is quiet. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CHICAGO: 
28 gage galvanized sheets, $5.30 per 
100 Ib.; 28 gage black sheets, $4.20 
per 100 Ib. 
WIRE PRODUCTS.—Sales are normal 
and prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


No. 9 black annealed wire, $3.30 per 





| 
| 
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100 Ib.; No. 9 galvanized plain wire, | 
$3.85 per 100 lb.; catch weight spools | 
galvanized cattle or hog wire, $3.80 

per 100 lb.; polished fence staples, 

$3.55 per 100 Ib.; wire cloth, black, | 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 100 sq. | 
ft.; bronze, 14-mesh, $5.60 per 100 sq. | 
ft.: galvanized poultry netting, gal- 

vanized before made, 60 ner cent dis- | 
count; galvanized after made, 50-10 
per cent discount. | 


WRENCHES.—Prices are unchanged | 
and the demand is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: | 








Agricultural wrenches, 60-10-5 per 
cent discount. Coes’ wrenches 
40-10 per cent discount; engineers’ 
wrenches, 50-10 per cent discount off 
new list; Stillson wrenches, 70-10 per 
cent discount; Trimo, 70-5 per cent 
discount. 

Snap-on Wrenches. — Radio anid 
electrical sets in metal cases, $2.75; 
No. 111, Master Service Set, $15.65; 
No. 202, Heavy Duty Set, $9.75; No. 
404, Flexible Socket Set, $7.50; No. 
608, Crankecase Drain Plug Socket, 
$3.55; No. 900, Square Socket Set, 
$3.70; No. 1878, Giant “Snap-on” with 
extra heavy duty ratchet, $30.55. All 
Snap-on Wrenches less 3314 per cent 
discount. 


Pittsburgh Jobbers and Retailers 
Report Improved Conditions 


(Pittsburgh office of HARDWARE AGE.) 


PITTSBURGH, July 17.—With the advent of warm weather better 
business for seasonal lines has developed in the hardware jobbing 


trade in this district. 


Such goods as screen doors and windows, 


paints, varnishes, window glass and haying tools are outstanding 


items which reflect an improved tone. 


There has also been better 


demand for automobile tires, which is partially due to the recently 


announced reduced prices. 


The better condition of the market for 


jobbers has reached the retail trade, and provided weather condi- 
tions continue to be good, thus benefiting backward crops, the trade 


expects to experience still better conditions. 
No important changes have been 


made in prices. Turpentine has dropped lc. per gallon to 72c. | 


shown a slight improvement. 


AUTOMOBILE TIRES AND TUBES. ! 


~Demand has shown improvement 


during the past week and attributed | 
partially to, the recently announced re- | 


duced prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield Balloon Tires and Tubes: 











Heavy Heavy 

Regular Duty Duty 

Tires, Size 4 Ply 6 Ply Tubes 
27x4.40-19 $7.60 rrP $1.55 
20x 4.40-21 &.00 $9.75 1.65 
30x4.50-21 8.90 11.35 1.75 
28x4.75-19 9.65 rr 1.85 
29x4.75-20 10.05 neh 1.90 
30x4.75-21 10.45 oer 1.95 
29x5.00-19 10.40 aaee 1.95 
30x5.00-20 10.75 Sate 2.00 
31x5.00-21 11.20 rrr 2.05 
32x5.00-22 12.35 Seen 2.10 
11.70 Tee 2.05 

12.15 sans 2.10 

12.50 14.60 2.25 

12.90 15.10 2.45 

‘ 13.30 15.50 2.60 
30x5.50-20 saan 16.45 2.70 
30x6.00-18 nk 16.60 2.50 
31x6.00-19 17.10 2.55 
32x6.00-20 17.40 2.65 
33X6.00-21 éses 18.00 2.85 
34x6.00-22 pte sel 18.75 2.90 
35x6.00-23 vow 19.55 3.00 
30x6.50-18 pee 20.15 2.80 
31x6.50-19 cea 20.60 2.90 
150-20 none 20.85 3.00 
3.10 

3.15 

3.50 

33x6.75 3.55 





34Xx7.30-20 Bae 31.95 3.85 
Mansfield High Pressure Tires and 
Tubes: 





—Cord Casings Heavy 
Heavy Truck Duty 
Size Duty -——— Tubes 
30x35 a a er $1.30 
30x35 bt. Cl Ste, «15a @bivere MiKo 1.40 
30x31, 
extra size Be A gates thes 1.40 
30x31, S.S oS re rr te 1.40 
32x3 ly, SS ERS? 1.70 
31x4 Se) Whenstas nn 2.10 
32x4 Mee © Genaepicess 2.20 


Collections have also 








33x4 fe, REE eee 2.30 
34x4 LS! Perce ree 2.45 | 
32x44, 15.95 20.55 8 ply 2.60 | 
33x44 16.60 21.30 8 ply 2.70 
34x4h, 17.15 22.05 8 ply 2.80 
35x4 be i eee 3.00 
36x41, eS aa ee 3.10 
30x5 ena 26.20 8 ply 3.25 
33x5 21.70 28.95 8 ply 3.05 
34x5 ‘. 31.15 8 ply 3.65 
35x5 23.30 31.85 8 ply 3.80 
37x5 28.05 7 ply 1.20) 
32x6 32.40 8 ply 5.45 
$2x6 .--. 42.45 10 ply 5.45 
36x6 .... 46.6010 ply 5.85 | 
34x7 .... 6015 10 ply 7.60 
38x7 .--- 65.35 10 ply 8.25 
36x oe 12 ply 10.20 | 
40x8 91.60 12 ply 11.05 | 


BATTERIES.—Demand for flashlight | 
batteries continues to be fair but no 
improvement has developed in the 
market for radio batteries. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Broken 


Packages ¢: 
i. MEL er. 
MO, SOE swsasdberseude ee 
EE ceencsadvncaks 2.06 
on a TES Sree 
Sh AE: Rise $:<e wa sina 1.32 
oe Ee rar 42 
ona cali soso 1.05 
Se) SOA Per eee 1.40 
PO See asa bdawsaccees 1.40 
Bh WON. Netusees Kamous 2.06 





No. 6 dry cells, ignition type 
packages, 324.c. each. 

Flashlights.—No. 935, 9\%4c. each; 
No. 950, 9%c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18l%4c.; No. 761, 25c. 

Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. { 


| BOLTS, NUTS AND RIVETS.—Reg- 


| 


| ular but not large demand exists for 


bolts, nuts and rivets with prices un- 
changed. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 per cent 


off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 pe 
cent off list. 

Nuts.—All styles, 60 ver cent off 
list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 

BOTTLES, CAPS AND CAPPERS.— 
Demand for these lines has shown fur- 
ther improvement as the result of the 
hot weather. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 

Bottles.—Crown, 14. oz. $60 per 
gross; 28 oz., $8.40; lightning stopper, 
14 0Z., $7.50; 28 oz., $9, 

Caps.—lIn single gross lots, 18c. pei 
gross; 10-gross lots, 17c. rer gross; 
50-gross lots, 16c. per gross. 

Cappers.—Eveready, $9 per doz.; 
Indestro, $10 per doz. 


BUILDERS’ HARDWARE.—W hile 





| business in this line is not very active 
it has increased somewhat. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. PITTSBURGH: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, in 3 in. x 3 in., $18.50 ner 100 
pair; 3% in. x 3% in., $19; 4 in. x 4 
in., $30. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.: 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in. 
$11.60; light, 2, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps.—Hanger, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 1 
in., $3 per set. 


CHERRY STONERS.—The cherry crop 
promises to be below the average this 


| season and as a result demand for 
| stoners is only moderate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Brighton, $8.40 per doz.; Dandy, 
$12; Enterprise, $12. 


ELECTRIC FANS.—The hot weather 


| has given further stimulus to demand 
| for electric fans and jobbers 
| that business is satisfactory. 


report 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Polar Cub, black, 6-in., each in 
lots of 12, $2.85; 8-in., $3.20; in lots 
of 12, $3; 10-in. stationary, $4.60; il 
lots of 6, $4.35; oscillating, $7; in lots 


of 6, $6.64. 
FARM, GARDEN AND LAWN.-~ 


While the season is rather late de 


| mand for mowers still is fair, though 
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generally it has been rather well sup- 
Demand for water equipment 
continues to be good and a slight im- 
provement has developed in require- 
ments for scythes, snaths and sprays. 


plied. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 41, 
$15.24; spading forks, No. 84, $10.84 
per doz.; No. 72, $14.28; garden rakes, 
No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per doz. 

Barrows.—Garden, No. $3.65 
each: No. 82, $4.75; No. 83, $5: No. 84, 
$7.75; No. 45, $4.50; No. 35, $5.75; No. 

ane 








Do, 90.20. 

Trowels.—Garden, No. 7, $1.40 per 
doz.: No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 

Grass Hooks and Shears.—Hooks, 
2.50 per doz.; No. 450, $4; Ger- 
, $3.60; English, $7; Shears, No. 
360, $3 per doz.; No. 380, $3.60; No. 
520, $5.50; No. 525, $7; No. 540, $6; 
Duclip, $10.80. 

Shears.—Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.25 to 
$1.75 each; 9 in., $1.40 to $1.90; 10 in., 
$1.60 to $2. 

Pruners.—Tree, water, $1.30 to $1.60 
each; Division, $2 to $2.10; Rockdale. 
$1.35 to $1.65; McKinney, $2.60 to 
$3.60. 

Hose, Reels and Nozzles.—Garden 
hose in 50-ft. rolls, % in., 9c. per ft.: 
5% in., 9%c.; % in., 11e.; nozzles, $3.60 
to $6 per doz.; reels, $1 to $4 each. 

Sprinklers.—Ring, 50c. each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4 at., 
$6 per doz.; 6 qt., $6.60; 8 qt., $7.50; 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8.75: 
14 in., $5.25 to $13; 16 in., $5.75 to 
$13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per lb.; in 100 Ib. drums, 
lic. per Ib.; arsenate of lead, 1 Ib. 
papers, 25c. per Ib.; 100 lb. drums, 
l6c. per Ib. 

Scythes and Snaths.—Scythes, solid 
steel, $21 per doz.; welded blade, $18: 
Austrian, $14.20; snaths, No. 50, $13.80 
per doz.; Austrian pattern, $12. 

Grain Cradles.—$54 per doz.; 
fingers at $2.40 per doz. 


extra 


EMERY GRINDERS.—Demand is only | 


fair for this line. 
HAYING TOOLS.—Further 


activity 
has developed in this seasonal line but 





| 
| 
| 
| 
| 


the season likely will last only a week | 


or so longer. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 


Carriers, $7.50 each; track. 17\4c. 
per ft.; double harpoons, $1.75 each; 
single harpoons, $3.59. 


ICE CREAM FREEZERS.—Although | 


















PAINTING 


and dark greens, 12c. 


SCREEN WIRE GOODS.—Better 
mand exists for screen wire goods, es- 
pecially doors and windows. 








the hot weather had stimulated demand 
in this line it still is not up to the 
average for this season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 aqt., 
$14 each; 15 qt., $17 each; and 20 qt., 
$21.50 each. These are list prices 
which are subject to dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 qt., 
$3.25 each; 2 qt., $3.90 each; 3 aqt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 at., $9.35 each: 10 qt., 
$12.50 each. These are list prices, 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 


> 


White Mountain Freezers.—2 at., 
$5.60 each; 3 qt., $6.75 each; 4 ot., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are subject 
to dealers’ discount of 50 per cent. 

Blizzard.—1 qt., $4.65 each; 2 qt., 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 at., $10; 
8 qt., $13; 10 qt., $17; 12 qt., $21; sub- 
ject to a discount of 55 and 7% per 
cent. 

Lightning.—1 qt., $4.65 each; 2 qt., 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 qt., $10; 
8 qt., $13; 10 qt., $17; 12 qt., $21; sub- 
ject to a discount of 55 per cent. 

Auto-Vacuum Freezers.—No. 1. $3.33 
net; No. 2, $4 net; No. 3, $5.33 net, 
and No. 4, $6.67 net. These net prices 
to dealers show a discount of 33% 
per cent off list. 

Acme Freezers.—Bright galvanized, 
tapered, 2 qt., $8 per doz.; same size, 
enameled-galvanized, $10 per doz.: 4 
qt. size, enameled-galvanized, $18 per 
doz.; and 1 qt. size, Junior ename'ed, 
$4.80 per doz. These are net prices 
to dealers. 

Arctic Freezers.—1 qt., $4: 2 aqt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


SUPPLIES. 








plate glass 


gallon to 72c. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gal.; lower grades, $2 (whites 
per gal. higher); 
white lead, 134%c¢. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more, and extra 4 per cent less in 
lots of a ton or more; turpentine, 72c. 
per gal. in barrel lots; raw linseed 
oil, 11.8¢. per 1b, in barrel lots, 






illustrated. 


manufacturers. 


Paints con- | 
tinue to be in good demand while that 
for window glass has improved. 
mand for 


De- | 
is unchanged. 
Turpentine price has dropped lc. per 


de- 


Dill Mfg. Co. Designs and Builds 
Own Testing Machines 


proof qualities. 

Dill products, including the valve inside, valve caps, 
Instant-On combination valve and dust caps have shown 
a steady and substantial growth in popularity during the 


last five years, and are 


] JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. PITTSBURGH: 

Screen Wire Cloth.—Black, $ 
per 100 sq. ft.; opal, $2.10; bror 
$5.75. 

Screen Doors.—2 ft. 8 in. x 
in., No. 241, $18 per doz.; No 
No. 457-G12, $22; No. 315-Bl4, $42 
| Screen Windows.—W ooden 

extension, 
$3.85; 18-33, $4.40; 24-33, 

| Hardware Cloth.—24 in. x 48 
No. 2, $4 per 100 sq. ft.; No. 3, $4 
| No. 4, $4.65; No. 6, $5: No. 8, $5.5¢ 
Poultry Netting.—Galvanized 


$5.10 


1.80 
ize, 


6 ft. 8 
288, $24; 

frame, 
12-33, $3.30 per doz.; 15-3 


9 
33, 
in., 
Ese" 


after 


weaving, 50 and 10 per cent off list. 


marke 


TIE-OUT CHAINS.—The 
improved somewhat. 


TAILERS, F.O.B. PITTSBURGH: 
| No. 2-O, 20-ft., $4.20 per doz.; 
| $e: $5.75; No. 3-O, 


WIRE PRODUC TS.—Jobbers 


20-ft.. $5: 30- 


t has 


JOBBERS’ QUOTATIONS TO RE- 


30- 
ft... 


here 


have not as yet announced new prices 


following the reduction of 10c. ma 
wire and nails by the American 
| & Wire Co., and followed by inde 
ent producers. 
| nails is only moderate. 


de on 
Steel 
pend- 


Demand for wire and 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. PITTSBURGH: 
(Fence Wire 


per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage....... $3.05 $3.50 
ING NOP oe he cies eeres ices 3.10 3.55 
| PMN ENO oe cess eatin ses: Meee 3.60 
} Ae Mec Peres 3.20 3.70 
I. RE 2esciwtsacictcs Bene 3.85 
Se eee re 3.40 4.05 
SOE TR ask icles bss sie 3.60 
ee . 3.80 
Barbed Wire (per 80-rod 
Z=point cattle ........6. 
SHUN, THN os bite seccwacaeeice 
MEROREE ME ir icercccneaadeasons 4 
SANE OMNI Sie cdhci ices aaissey wos 
2-point cattle (special)...... 
Field Woven Wire Fence 
rods): 
| sg bt) SEE ECCT CET 
: 0 Se eee Peer rey 
REO EE 65S wedi Seadeeadranbac 
MELD Kou cisaddadcucectseksopes 





PEO) SOO Bo pao bee wereercars 
IEG EMBO, 6 vccitaaecbseree ss 14.00) 
PO ERO ais c'ecsneooranve ete 19.50 
Steel Fence Posts: 
| Galvanized Painted 
Tubular Formed 
| BCE cccss die tenee see SRGm 5 Patel 
Se ree 5d5c. each 38c. each 
| 1 es ela ee 65c. each 40¢. each 
H We. Wn ois o dais m ae avaie gales ‘ 15c. each 
| Bright nails, base, per keg, $2.90. 
| ° 
| ROLLER SK ATES.—Demand for 
| roller skates is quiet. Jobbers’ price 
| to retailers on Chief No. 400 balloon 


| wheel skates is $1.45 per pair. 





used by many of the large 





In order to secure leak-proof valves, The Dill Mfg. 
Co. of Cleveland, Ohio, has designed and built its own 
testing machines. 

Each valve inside is carefully inspected during the 
process of manufacture, and then each completely as- 
sembled valve is placed in one of the testing machines 
It is then given an under-water test, which 
is one of the most positive tests known to assure leak- 


» tire 








44 HARDWARE 


AGE for JULY 19, 1928 


Collections Substantiate Earlier Reports 
of a Better New England Retail Business 


(Boston Office of HARDWARE AGE) 


BOSTON, July 17.—Collections substantiate earlier reports of a | 
Shelf hardware jobbers now | 


better New England retail business. 
say that while money is still tight, collections from hardware mer- 
chants have materially improved this month, which in their opinion 
is positive proof that retailers are distributing more merchandise. 
The jobbers add, however, that retail business is more conservative 
than in former years. A retailer who in former years would take 
twenty or thirty rolls of roofing or sheathing paper at a time, today | 
buys three or four. Instead of buying 25 bags of whiting, he buys 
perhaps half a dozen; instead of buying a gross or half gross of 


some small item, two or three boxes now suffice; and so it is all down | ; e 1 
| form with new lists recently issued by 


the merchandise line. 


But the retailer is buying often, and indulging in a wide variety 
of goods. He is keeping his stocks well balanced, but not burden- 
some. It is his desire to keep his stock as liquid as possible. 


A lit- 


CROQUET SETS.—Jobbers report 
sales for the season to date as “very 
fair,” which means better than last 
season. The bulk of sales, they say, 
have run to low and medium cost sets. 
High priced ones have been backward. 
We quote from Boston jobbers’ 
stocks: 
Croquet Sets.— Standard makes, 
5% in. mallet, 4-ball, No. 0, $2.50 pet 
set; No. H, $2.80; 8-ball, No. B, $3.40: 
6 in. mallet, 8-ball, No. N, $4.25; 8- 
in, mallet, 4-ball, No. AA, $4.50; 
No. AA, $6 
ELECTRICAL GOODS.—Jobbers here 
have put into effect some new prices on 
certain kinds ‘of electrical goods to con- 


| manufacturers. The new prices repre- 


| 
| 


tle extra work is involved in keeping tabs on stock on shelves, but | 
his capital is having greater opportunity to work, which in these | 


days of active competition is all important. 


A few retailers are | 


evincing some interest in futures, but jobbers are experiencing | 
great difficulty in interesting the trade in such merchandise. 


AUTOMOBILE ACCESSORIES.—The 
makers of the Mansfield line of tires 
and tubes announce that they have 
produced a new tire, called the “Double 
Service.” It is made in balloon sizes 
only, all six ply, from 29 x 4.40 to 
35 x 7.00, inclusive, and will be sold 
with a liberal guarantee. Jobbers will 
be prepared to make deliveries on or 
about Aug. 1. 

The company also announces that its 
heretofore three diameters of balloon 
cord tires, 4.95, 5.77 and 6.20, have been 
discontinued and replaced by 5.00s, 
6.00s and 6.50s. The old dimensions 
discontinued and new sizes replacing 
these are as follows: 


Discontinued Replaced by 
ee SD 30x5.00-20 in. 
eS 31x5.00-21 in. 
31x4.95-22in. ............32x5.00-22 in. 
JS eo eee 32x6.00-20 in. 
32x5.77-22 in. ............34X6.00-22 in. 
STOPS. snc k epee 35x6.00-23 in. 
30x6.20-18 in. ............30x6.50-18 in. 
8 2) are 31x6.50-19 in. 
32x6.20-20 in. ............32x6.50-20 in. 
eer: 33x6.50-21 in. 


New low prices have been made on 
guaranteed Rambler tubes usable in 
Ford sized tires. These prices are as 
follows, prices being per tube net: 

30x3% 29x4.40 30x4.50 


ane .69 .86 $1.05 
Half gross ..... .72 .89 1.10 
— i) .75 .92 1.15 


PT .80 .98 1.20 

We quote from Boston jobbers’ 
stocks: 

Tires.—Mansfield line, Clincher, 
heavy duty, 30 x 3%, $7.25 each; 
straight sides, 30 x 3%, $9.10; 31 x 4, 
$11.40; 32 x 4, $12.16; 32 x 4%, $15.95; 
34 x 4%, $17.15; 35 x 5, $23.30. 





Tires.—Mansfield line, truck, 8 ply, 
32 x 4%, $20.55; 33 x 4%, $21.30; 34 x 
4%, $22.05; 33 x 5, $28.95; 34 x 5, 
$31.15; 35 x 5, $31.85; 10 ply, 32 x 6, 
ewe 36 x 6, $46.60; 34 x 7, $60.15; 
38 x qr ss 12 ply, 36 x 8, $85.35; 
40 x g $91. 

Tires. ot aN line, balloon, four 


$8.90; 29 x 5.75, $10.05; 30 x 4.75, 


4.40, $9.75; 30 4.50, $11.35; 31 x 
5.25, $15.10; jo % 5.50. $16.45; 30 x 6.00, 
$16.60; 31 x 6.00, $17.10; 32 x 6.00, 
$17.40; 32 x 6.75, $2 22.5 

Tubes.—In lots ~. ‘less than six, 
Mansfield line, 30 x 3, $1.30 each; 30 
x 3%, $1.40; 31 x 4, $2.10; 32 x 4, $2.20; 
33 x 4, $2.30; 34 x 4, $2.45; 32 x 4%, 
iy 60; 33 x 4h, $2.70; 35 x 41%, $3; 

x 5, $3.25; 32 x 6, $5.45; 36 x 6, 
35. 85; 38 x 7, $8.25. Balloon, less than 
12, 27 x 4.40, $1.55 each; 29 x 4.40, 
$1.65; 30 x 4.50, $1.75; in lots of six 
or less, 28 x 4.75, $1.85; 29 x 4.75, 
$1.90; 30 x 5, $1.95; 30 x 5.25, $2.05; 
29 x 5.25, $2. 10; 31 x 5, $2.05; 30 x 
6.25, $2. 25; 30 x 5.50, $2.70; 30 x 6, 
$2.69; 33 x 6, $3; 31 x 6.00, $2.55; 33 x 

$2.85; 32 x 6.50, $3; 32 x 6.75, $3.50; 
34 x 7.30, $3.85. 

Discounts.—-An extra 5 per cent 
discount from the previous prices is 
allowed. 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns.—Klaxon, quantities less 
than $50 in list value, 35 per cent 
discount; in $50 to $199 value, 40 and 
5 per cent discount; in $200 value, 
50 per cent discount. 

Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 
per cent discount; 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 40 
and 5 per cent discount; 250 sets and 
more, 40 and 10 per cent discount. 

Auto Clocks.—Westclox line, plain 
ery $1.50 each net; luminous dial, 





sent declines. Here are the most im- 
portant ones. Heaters, Universal line, 
No. E9927, $3.30 each-net, were $3.80; 
10-in. reflector assortments, Nos. 1 and 
2, $9, were $9.50. Curling irons, No. 
980, $2.50, were $3; No. 9801, $2, were 
$2.50. Emerson heaters, No. E9701, 
$2.65, weré $3.35. Some styles of per- 
culators also are cheaper, as well as 
irons. 


ESTWING GOODS.—With summer 
camps going full tilt all over New Eng- 
land and with Boy Scout activities at 
their height, there is a market for mer- 
chandise such as the Estwing line, as 
is attested by orders steadily flowing 
through jobbing houses. 


We quote from Boston jobbers’ 
stocks: 

Estwing Line.—Scout axe, No. E524, 
$1.34 each net. Utility axe, No. E528, 
$1.50. Half hatchet, No. E502, $1.50. 
Curved claw hammers, No. E112, 12 
oz., $1.34; No. E116. 16 0z., $1.34; No. 
#120, 20 oz., $1.50. Straight claw 
hammers, No. E212, 12 oz., $1.34; No. 
E216, 16 0z., $1.34; No. E220, 20 oz.. 
$1.50. Ball pein hammer, No. E316, 
st a $1.17. Camp knife, No. E600, 


FRUIT PICKERS.—New England fruit 
crops are coming along splendidly, with 
indications of thousands upon _ thov- 
sands of bushels of apples, pears, etc. 
Those retail dealers who previously did 
not cover on picker requirements are 
doing so today. 


a a quote from Boston jobbers’ 
stoc 

Fruit Pickers. — Peerless, No. 299, 
without wire-wound socket, $5.50 per 
doz, net; Perfect, No. 327, 50. 


HAYING TOOLS.—It is quite evident 
that many retail dealers have been 
caught short of haying tools, because 
jobbers have shipped out a lot of stock 
during the past week on rush orders. 
New England most likely will produce 
one of the largest hay crops on record 
this year, and as other feeds are ex- 
tremely high, every farmer is saving 
every blade of grass he can, which sug- 
gests that haying tools will be wanted 
until late August. 


We _quote from Boston job! ers’ 
stocks 

Rakes. —Wood, two-bow, om 90 per 
doz. net; steel, two-bow, 7.15 














-— 2 Oo ohhew af am oo 


— 40 = paw 


LA! 





tail 
wa 
shir 
So f 
fer 














HARDWARE AGE for JULY 19, 1928 . 


Scythes.—Little Giant, 28 to 32 in., 
and 30 34 in., $16 per doz. net: 
Clover Leaf, $13.50; bramble, $16.50; 
brush, $16.50. 

Snaths.—Ash, $14.50 per doz. net; 
cherry, $16.75; brush, $16 

Forks.—Three-tyne, No. 34, 12 in., 
$10.08 per doz, net; No. 34%, 12 in., 
$10.44; No. 133%, 13 in., $10.44; No. 
133%, 13 in., $10.80; No. 134, 13 in., 


$10.92; No. 135, 13 in., $11.76; No. 136, 
13 in., $13.92; No. 1234, 14 in., $11.04; 
No. 124, 14 in., $11.52; No. 144%, 14 
in., $11.88. 


Stones. — Western Red End, $1.10 
per doz. net; Berea, $1.60; Star, $1.35; 
round English, 12 in., $2.25; Pike 
chocolate, No. 1, $1.70; Green Moun- 
tain, $10.80 per gross net; Black Dia- 
mond, $17 per gross. Carborundrum, 
No. 198, $1.95 per doz.; Old English 
Carborundum, No. 203, 48c. each. 

Rifles.—No. 2, $1 per doz. net. 


ICE TOOLS.—Some of the most active 
jobbers have wormed a few orders out 
of retail dealers for ice tools. These 
orders include goods for immediate as 
well as for next fall and winter usage. 


INSECTICIDES.—There has been and 
is still a steady call for insecticides, 
and of good volume. Jobbers have had 
difficulty in supplying retailer’s pyrex 
needs because of the fire earlier in the 
year which crippled the leading manu- 
facturers. Sprayers also are enjoying 
a broad market, thanks to the activi- 
ties of bugs, lice and other crop de- 
stroying pests. 
We quote from Boston jobbers’ 
stocks: 


Hellebore.—Powdered, white, %4 Ib. 
packages, 48c. per Ib. net; % Ib., 
sec.; 1 Ib., 27c. 

Pine Tar.—In cans, % pints, $1.10 
et. doz. net; pints, $1.65; quarts, 

iO. 

Crow Repellient.—Stanley’s small 
containers, 70c. each net; large con- 
tainers, $1.05. : 


In-A-Minute.—Insecticide, $3 per 
doz. net. 


Bug Death.—One lb. packages, $1.44 
per doz, net; three Ib., $3.75; five Ib., 
eg 12% Ib., $13.50; 100 Ib., $7.50 
each, 


KIDDIE CARS.—Retailers show inter- 
est in Kiddie Kars for immediate and 
future requirements. There has been 
no change in prices since early in the 
year. 
We quote from Boston jobbers’ 
stocks: 


Karts.—No. 201, $2 each net: No. 
202, $2.67; No. 208, $3.34; No. 204, $4; 
No. 205, $4.67. 


Koasters.—No. 605, $7 each net; No. 
606, $7.83. 


Strollers.—With handle, No. 1651, 
$3.34 each net; No. 1665, $4.34. 


_Tenders.—No. 1605, $3 each net; 
No. 1606, $3.67. 


Kars.—Special, No. 101, $1.50 each 
net; No, 102, $2; No. 103. $2.50; No. 
104, $3; No. 105, $3.34. Pedal regu- 
lar, No. 124, $2.67 each net; No. 125, 
$3.33. Spring gear construction, No. 
156, $3.67, No. 157, $4.33. 


LAMPS.—People are interested in 
gasoline lamps and lanterns, conse- 
quently the retailer is ordering goods. 
In addition to current needs, some re- 
tailers are placing orders for lanterns 
wanted this fall and winter. Goods 
shipped out within the next month or 
so for fall requirements will take a de- 
ferred dating, say jobbers. 


We quote from Boston jobbers’ 
Stocks: 


; Lamps.—Gasoline, table, opal shade, 
6.25 each net; tan tinted, $7; green 
tinted, $7; antique gold, $9.25. 








Shades.—Suitable for opal shade, 
$8 per doz. net; suitable for tinted 
shades, in half dozen lots. $17 per 
dozen. 

Cases.—Supply case of parts, $15 
each net. 

_Lanterns.—Coleman line, No. L.Q327, 
$5.25 each net; No. LQ427, $6. Poul- 
try house, No. E20, $7.50 each net. 


LAWN ACCESSORIES.—Low priced 
lawn mowers have sold well this sea- 
son, but reports regarding medium and 
high priced ones are not as encourag- 
ing. Other lawn accessories, both low 
and high cost, with the exception of 
rubber hose, are in very good demand, 
however. Certain New England job- 
bers are taking orders for rubber hose 
for 1929 delivery regardless of the fact 
they are not certain about prices then. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., $20.75; 
Pilgrim roller bearers, 16 in., $16.75; 
18 in., $17.50; 20 in., $18.75. Auto- 
matic style, 11-5, 16 in., $12; 18 in., 
$13; 20 in., $14. Style 10-4, 14 in.. 
$9.75: 16 in., $10.50; 18 in., $11.25; 20 
in., $12. Style 9-4, 14 in., $9; 16 in., 
$9.50; 18 in., $10; 20 in., $10.50. Uni- 
versal, ball bearing, Grand, 16 in., 
$14.25; 18 in., $15.50; 20 in., $16.75. 
Giant, 14 in., $9.75; 16 in., $10.50; 18 
in., $11.25; 20 in., $12. High wheel. 
14 in., $9; 16 in., $9.50; 18 in., $10; 
20 in., $10.50. Special, style 8-4, 14 
in., $8.50; 16 in., $8.90; 18 in., $9.30. 
Special Yankee, style 8-3, plain bear- 
ing, 12 in., $5.40; 14 in., $5.80; 16 in., 
$6.20; 18 in., $6.60. 

Hose.—Rubber, garden, Commer- 
cial % in., 6%c. per ft. net; Leader, 
% in., 6%c.; % in., 74c.; Vigilant, 
5 in., 8%c.; Olympia, % in., 8%c.; 
Good Luck, % in., 10c.; Milo, % in., 
10%c.; Bull Dog, % in., 13%c. 

Hose Reels.— Donley Alsteel, No. 
2, $1.85 each net. 

Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose mend- 
ers, $8.40 per gross. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain half circle, $5.50. 
Rain King, $2.34 each net; Majestic 
Rain King A, $3.34; Giant Rain King, 
$8.33. Rotary, $15 per doz. 

Nozzles.—Peoria, $4 per doz. net; 
Fairy, brass, $10; Boston, % in., 
brass, $5.25; Rain King, $1 each net. 

Rakes.-—-Wooden lawn, three bow, 
Hub, $8.75 per dozen net; Steel, $9. 
Rugg, steel, No. 37X, $10 per doz.; 
— hay, two boy, $6.90; steel, 






NAILS.—Wire nails from stock have 
been reduced 10c. per keg base. In 
addition, there has been a cut in such 
nails if purchase is made on a factory 
or mill shipment basis. Further, a new 
list of extras has been issued on cut 
nails, effective July 15, which places 
such nails practically on the same 
basis as wire kinds. It has been many 
months since there has been so much 
doing in nail prices. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.40 per 
keg base; from mill, in car lots $2.65 
per keg base; in less than car lots, 
$2.90. Cement coated, in count kegs, 
from mill in car lots, $2.60 per keg 
base, f.o.b. Pittsburgh; in less than 


carloads lots, $2.85. Cut nails, from 
store, $4.25 per keg base; galvanized 





cut nails, from stock, 8d. and smaller, 
$6.25 per 100 Ib. base; larger sizes, 
$6.85. Mill shipments, 8d. and smaller, 
$5.75 base; larger sizes, $6.35. Hard- 
ened steel floor, direct shipments, 
$7.60 f.o.b. Wareham, Mass.: from 
store, $8.10. Western cut nails, di- 
rect shipments, in less than car lots, 
$3.50. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. Ware- 
ham. 


SHOVELS.—Manufacturers have _is- 
sued new price lists on dirt shovels, 
which show no change from those 
quoted last season. This announce- 
ment, coming as it does on the heels of 
that by leading makers of snow shov- 
els, showing no change in prices, es- 
tablishes the shovel question so far as 
the retailer goes quite clearly. The 
stability of prices is generally favor- 
ably commented upon. 

We quote from 3oston jobbers’ 
stocks: 

Shovels. — Snow, Rugg line, steel, 
long plain handle, No. 78, $4.75 per 
doz.; split wood D-handle, No. 78%, 
$5.50; flat handle, No. 078, $5.50; iron 
D-handle, No. 79, $5.50. Boss line, 
long handle, $4.75; iron D-handle, $6; 
split wood D-handle, $6.75. 

Scoops. — Massachusetts, D-handle, 
hollow back or strapped back, No. 2, 
$16 per doz. list; No. 3, $16.50; No. 4, 
$17.50; No. 5, $18.25; No. 6, $19; No. 7, 
$19.75. Ames line, No. 2, $24.70 per 
doz. list; No. 3, $25.45; No. 4, $26.20; 
No. 5, $26.95; No. 6, $27.70; No. 7. 
$28.45. For polished scoops add $2.20 
per doz. Discount 25 and 10 per cent. 

Spades.— Massachusetts, plain back, 
polished, No, 2, $17.50 per doz. list; 
B, moulder, polished, No. 2, $17.50. 
Ames line, plain back polished spade, 
No. 2, $26.20 per doz. list; B, moulder, 
polished, No. 2, $26.20. Discount, 25 
and 10 per cent. 


STOVE PIPE.—With Old Man Humid- 
ity working overtime these days, and 
with the glass flirting with 100 deg. 
Fahr. it is strange that leading retail 
distributors of stove pipe should be 
sufficiently interested to place their 
fall and winter requirements now. Such 
is the case, nevertheless. 


SYPHONS.—Very good demand is re- 
ported. Prices are the same, although 
it is said that an advance was made 
recently and then withdrawn. Local 
wholesale stocks are satisfactory. 

We quote from Boston jobbers’ 
stocks: 

Syphons. — Sparklet, $4 each net. 
Sparklers, 12 to the box, $1.15 per 
doz. net. - 

WINDOW GLASS.—Maunfacturers of 
window glass have again advanced 
prices, making the second advance 
within a comparatively short time. 
Despite these two advances by the 
makers, Boston jobbers have not 
budged from their original prices. 
Window glass will be needed by the re- 
tailer next fall. At going prices it is 
clearly up to him to take count of 
stock and get in under cover while the 
getting is good. Present low jobbing 
prices naturally are not going to hold 
forever. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality sin- 
gle B, first bracket, 90 and 5 per cent 
discount; larger, 90 per cent dis- 
count; double B, all sizes, 89 per cent 
discount. 





BRADS.—Sales are fairly good. Prices 
have not changed. } 


BUILDERS’ HARDWARE.—Deliveries 
are in fairly good volume, with pos- 
sibly some 
month. Prices are firm. 
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Northwest Crop Reports Favorable— 
Hardware Prices F'irm—Few Changes 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, July 17—Reports continue to be most favorable for 
a real crop in almost the entire Northwest tributary to the Twin 


Cities. 
with rye and barley not so heavy. 


In the immediate vicinity, the early potato crop is excellent, 


Early dry weather did not allow 


the small grains to stool out sufficiently. 
Automobiles from every state in the country are on the streets 
of the cities, indicating that the annual wave of tourists is at its 


height. 
Prices are firm on most items. 
Lake sash cord have changed. 


AXES.—Sales are steady, with prices 
firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Single bit, base weight axes, $16.50; 
double bit base weight, $21.50; Plumbs | 
Dreadnaught, single bit, unhandled, 
$15; double bit, $20; handled, single 
bit, $19.25; double bit, $24.25 doz., net. 


AUTOMOBILE TIRES AND TUBES. | 
—Demand is excellent, with dealers | 
keeping their stcoks well assorted. | 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Mansfield tires, Liberty cord, 30 x 
3%, $6.10; heavy duty oversize, $8.30; 
balloon tires, 27 x 4.40, $8./U; 29 x 4.40, 
$9.15: 30 x 5, $13: 32 x 6, heavy duty, 
$21.10; 32 x 6.20, heavy duty, $24.85 
each, less 5 per cent. Mansfield tubes, 
tan, 30 x 3, single lots, $1.50; case lots 
(12), $1.40; 32 x 4, single, $2.50; case 
(12), $2.40; 34 x 4%, single, $3.10; 
case (12), $3: gray tubes, balloon 
types, 27 x 4.40, $1.80; case (12), $1.70; 
29 x 40, single, $1. case (12), 
5; case 









~ 









$1.7 30 x 5, single, $2.2 (12), 
$2.1 32 x 6, single, $3.10; case (12), 
$3; 32 x 6.20, single, $3.50; case (12) 


$3.40 each, less 10 per cent. 


BOLTS.—Call for bolts show a steady | 
demand, with stocks well filled. Prices 
have no changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: | 

Carriage and machine bolts, all 
sizes, 60 per cent; stove bolts, 75 per 
cent; and lag screws, 60 per cent 
from standard lists. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Steel wire brads, 75 per cent from 
lists. 


improvement over last | 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

3% x 3% steel butts, old copper 
and dull brass finish, 19c. pair in less 
than case lots, 18c. pair in case lots: 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair, less than case 
lots, 25c. pair in case lots; broad 
Bevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 
less than case lots, $7 doz., sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door sets, $1.85 per set; cylin- 
der brass outside trim, bit-keyed 
front door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c. 
doz. pair; 4-in., 75c, doz. pair; heavy 
plain strap hinges, 4-in., 938c. doz. 


| HAMMERS AND HATCHETS. 


Merchants in all towns are finding this a source of revenue. 


However, nails, wire, and Silver 


pair; 5-in., $1.22 doz. pair; 6-in., $1.56 
doz. pair; light plain tee hinges, 3-in., 
62c. doz. pair; 4-in., 78c. doz. pair; 
heavy plain tee hinges, 4-in., $1.06 
doz. pair; 5-in., $1.20 doz. pair; 6-in., 
$1.40 doz. pair; 8-in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in., $1.58 doz. pair; 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair; 10-in., $4.53 doz. pair, net. 
EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—The market is 
steady in this line, with stocks well 
filled. Sales show a fair call in con- 
nection with construction work and re- 
pair work. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Eaves trough, 28 ga., 5-in., S.B., 
slip joint, in crates, $5.50 per 100 ft.; 
conductor pipe, 28 ga., 3-in., in crates, 
not nested, $5.50 per 100 ft.; 3-in., 
$1.73 doz., net. 
FILES.—Demand is good, with prices 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 


GALVANIZED WARE. — Sales are 
showing a good volume of trade. Prices 
are firm as quoted. » 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Standard 10-qt. galvanized pails at 
$2.55; 12-qt., $2.70; 14-qt., $3; 16-qt. 
stock pails, $4.70; 18-qt., $5.50; stand- 
ard galvanized tubs, No. 1, $7; No. 2, 
$7.90; No. 3, $9.20; heavy galvanized 
tubs, No. 1, $12.85; No. 2, $14.05; No. 


3, $15.25 doz., net. 


GLASS AND 


| somewhat lighter than a few weeks 
| ago, although there is a steady call. 
| Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength glass, 
Minnesota prices, 86 per cent; and 
strictly pure putty in 50 lb. contain- 
ers, $4.85 cwt., net. 





tools are selling in fair quantities. 


| Stocks are well assorted and prices 
| firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Maydole, No. 11%, carpenters’ ham- 
mers, $12.60; Plumb, No. HF81, $12.60; 
Plumb, HF145, $6.12; Plumb, No. 2 
broad hatchetfs, $16.40; No. 2 Shing- 
ling, $12.50; No. 2 claw, $13.75 doz., 
net. 


HOSE REELS.—Demand is good, with | 
| prices firm. 


PUTTY.— Sales are | 


Hand | 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Donley All Steel hose reels, No. 2, 
at $2 each, net. 


ICE CREAM FREEZERS.—Sales show 
a very good volume of business, with 
dealers keeping their stocks well filled, 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
White Mountain freezers, 2-qt., 
$2.80; 3-qt., $3.38; 4-qt., $4.13; 6-at., 
$5.25; 8-qt., $6.75 each, net. Arctic 
freezers, 2-qt., $2.30; 3-qt., 
$3.40; 6-qt., $4.30; 8-qt., $5.55; 10-qt., 
$7.40; Acme, 2-qt., galvanized, 7ic.; 
4-qt., enameled, $1.65 each, net. 
LAWN HOSE.—Sales are good, with 
stocks still in good condition. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Competition, 5%-in., 3-ply hose, $6.75; 
Good Luck, %-in., 6-ply, $10; Bull 
Dog, %-in., 7-ply, $13.50; Leader, 
5g-in., 5-ply, $8; Manhattan whipcord 
molded, 5g-in., 500-ft. bales, $8.50; 
red, %-in., 500-ft. bales, $9 per 100 
ft., net. 


LAWN MOWERS.—Sales are showing 
| an upward trend. Stocks are well 
| filled. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Philadelphia, style A and C, 40 per 
| cent; style E, 45 per cent; style K, 
30-5 per cent from lists. 
| NAILS.—Deliveries are good, as build- 
| ing operations are in full swing. Prices 
are ten cents per hundred lower. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.10 per keg, base. 


OIL STOVES.—Sales are showing very 
good totals in this line as the warmer 
weather aids in sales. Prices are firm 
as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $80 each; 
No. 213, $22 each; No. 213 with No. 
1103 shelf, $28.50 each, less 30-5 per 
cent. No. 79, Perfection, with black 
cabinet, $78 each; No. 78 only, $22.50 
each; No. 73 with black cabinet, $29 
each; with a discount of 30 per cent 
in lots of less than ten, and 30-5 per 
cent in lots of ten or more. 


PYREX OVENWARE.— Demand 
| steady, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. TWIN CITIES: 
} No. 623 casseroles, $1.17; No. 624 
| casseroles, $1.33; No. 634 casseroles, 
$1.33; No. 212 bread pans, 60c.; No 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
12 teapots, $1.67; No. 26 teapots, 
$2.33, and No. 953 percolator tops, 7¢ 
each, net. 








th 


| REGISTERS.—Sales are good, with 
| stocks well filled. Prices have not 
| changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 

| ROPE.—Demand is good for rope for 
| haying purposes. Other sizes are sell- 
ing at normal rate. Prices have no 
| changed. 
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JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope at 23c. per 
Ib., base, and best grade sisal rope at 
l7c. per Ilb., base. 


SANDPAPER.—Call for abrasives is | 


| 
} 


| 


good, with stocks ample for the de- | 


mand. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, S80ec. 
per box of 75 sheets; second grade, 
No. 1, 67¢c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SANITARY PRODUCTS.—Sales vol- 
ume is good, with prices firm as quoted. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per doz.; bowl cleaner, 22 
oz. size, $1.85 per doz.; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 per 
doz.; Silvershyn, 414 oz. size, $1.80 
per doz.; Waterless cleaner, 2 pt. 
size, $5.40 per doz.; same, 5 pt. size, 
$9 per doz.; Window cleaner, 6 oz. 
size, $3.60 per doz.; same, 12 oz. size, 
$5.40 per doz.; Presto Lustre, 6 oz. 
size, $2.60 per doz.; 12 oz. size, $4.32 
per doz.; 16 oz. size, $5.40 per doz., 
and Dry Cleaner, 8 oz. size, $3.60 per 
doz 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz., 
and in gross lots, $2 per doz. Desolvo 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.: case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half doz. quantity, $2 per qt., 
and doz. quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots, and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2 and 3 doz. 
cans to the carton, $4.50 doz.; Hercu- 
les boiler compound, qt. cans, $2 each. 

Economy Plumber drain pipe cleaner, 
1 Ib. cans, $2 per doz.; 2 Ib. cans, 





| 








3.90. The 1 lb. size is packed in 1, 2 
and 3 doz. to the carton, and the 2 Ib. 
> 


size is packed 1 and 2 doz. to the 
carton. 


SASH CORD AND WEIGHTS.—De- 


mand is steady, and shows a fair vol- | 


ume. Silver Lake sash cord is slightly 
higher. Other prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Silver Lake sash cord, No. 8 (base), 
63c.; Red Seal, No. 8, 34¢c., and Green 
Seal, 32c. Ib., net. Cast iron sash 
weights, $2.10 cwt. net. 


SCREEN DOORS AND WINDOWS.— 


Demand continues to be very good in 


this line. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Common screen doors, 2-8 x 6-8 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 
net. Continental extension window 
screens, 24 in., $9.75; Wabash exten- 
sion, 24 in., $5.60 doz., net. 
SCREWS.—Call is steady and with 
good demand. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN ee 
Flat head bright wood screw 50 
per cent; flat head japanned, 371 : » per 
cent; round head blued, 45 per cent; 
flat head brass, 40 per cent from new 
lists. 


SOLDER.—Deliveries are good, with | 
stocks ample. Prices have not changed. | 


J!OBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Strictly half and half solder at 32c 
and warranted half and half solder 
at 38c. a Ib. in 100-lb. boxes, net. 


STEEL SHEETS.—Call in this line is 
good, with prices steady. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized steel sheets at $4.75 
ewt., base (24 ga.), and black steel 
sheets at $3.90 cwt., base (24 ga.). 
TIN.—Demand is good, with prices 
firm as last quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Furnace coke tin, ICI, 20 x 28, 
$14.50 box, and roofing tin, IC, 20 x 
28, 8 Ib. coating, $15.50 box, net. 


First Half of July Looks Good 


to New York Hardware Jobbers 


NEW YorRK, July 17.—To date July has been a very good month 


for local wholesale distributors. 


Volume for the first half of the 


month averages as good or better than for the same period of last 
year. This is particularly encouraging in view of the unsettled 


weather conditions. 


With vacations reducing the staffs of local concerns there is 
naturally an abnormal activity among those left on the job. 

Some impetus has been given to the sale of hot weather specialties 
due to the efforts of loc&l associations in conjunction with certain 
local distributors who have stimulated interest in Sparklet Syphons, 


thermos jugs, electric fans, etc. 


AMES LINE.—Local jobbers report | tinues with prices firm. Local whole- | 
| sale stocks are adequate. 


| 
| 
| 


| 


that the new price list covering the 
Products of Ames Shovel & Tool Co., 
Boston, Mass., issued July 1, shows no 
changes over previous list. 


BATTERIES.—Normal demand con- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition tyne, 
32%c.; No. 7111, same type. 35!.c. 


Hercules, No. 6, ignition type, 23c. 


each in lots of 50. 
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| WIRE.—Fence wire is still selling well. 
| Stocks are well filled. Prices are lower. 
| 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.05 
per S80-rod spool; galvanized hog 
barbed wire, $3.26 per S0-rod spool; 
painted cattle barbed wire, $2.97 per 
80-rod spool, painted hog barbed 
wire, $3.18 per 80-rod spool. N 
| (base) smooth galzanized wire, $3.55 
ewt.; No. 9 (base), smooth black 
| wire, $3.10 cwt. 
WIRE CLOTH.—Demand is still very 
good in this line. Stocks are well as- 
sorted, and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
12 x 12 mesh black, $1.80, and 12 
| x 12 mesh aluminum finish, $2.20 per 
| 100 sq. ft., base, net. 
WHEELBARROW S. — Construc- 
| tion contractors are buying steadily, 
| and domestic sales are fair. Prices 
| have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Queen B, barrel type tray, fully 
bolted wheelbarrows, $42.50, and 
Meteor, fully bolted, barrel type tray, 
$34.50 doz., net. No. 2T tubular bar- 
$7.33; No. 16, Gopher garden, 
$4; No. 10, American garden, $6.25 









WRENCHES.—Sales are good in prac- 
tically all lines of demand in wrenches. 
Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. TWIN CITIES: 
Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list Bemis & Call 
| long sleeve nut, 10 in., $1.70; 12 in., 
| $2.06; 15 in., $2.75 each, net. 
Snap-on Wrenches.—Radio and elec- 
trical sets in metal cases, $2.75; No. 
101, Master Service Set, $13.75; No. 
202; Heavy Duty Set, $3.80: No. 404, 
Flexible Socket Set, $8; No. 608, 
Crankecase Drain Plug Socket, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1817, Giant ‘“‘Snap-on" with extra 
heavy duty ratchet, $27.35 list, less 
33t, per cent discount 





B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; he: ivy duty vertical type. 
No. 770, $8 each; in units of 5, $2.80 
each Layerbilt No. 486, $3.59 each; 
units of 5, $3.33; New Layerbilt, No. 
485, $2.53 each, in units of 5, $2.33 
each. 
BOLTS AND NUTS.—Moderate sale 
| with uniform prices. Ample stocks are 
reported. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, 55 off list Cast 
bolts, 60 per cent off list 
Stove bolts, 80 per cent off list 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 50, 
50 per cent off list; 145 to 1%, 30 off 
list. 
Coach screws, 55. off. list Cast 
bolts, 60 per cent off list Step bolts, 
50 per cent off list. 


BUTTS.—Demand is steady though not 
very heavy at the present time. Job- 
| bers quote 3% by 3% steel butts at 
| 19 cents for less than case lots and at 
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18% cents for case lots. There are re- 
ports of an 18-cent price on quantity 
orders but the 19 and 18%-cent prices 
appear to be representative of local 
quotations. Local wholesale stocks have 
been adequate. 


CARPET SWEEPERS. — Continues 
very active. There has been a good sale 
to those with summer homes and 
bungalows who bought a_ second 
sweeper for such purposes. Prices are 
very firm and not expected to change. 
Local stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Carpet sweepers, Standard, $3 oe: 
Universal japanned, $3.50 each; Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated. $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—The situation is about the 
same with auto clocks and small sized 
and portable outfits leading the de- 
mand. Prices are firm and not expected 
to change. Local wholesale stocks are 
considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 

Alarm clocks, Big Ben, $2.29: same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 
prices; -_ Hur, $1.76; same lumi- 
nous, $2.4 

Blue tira, luminous dial, $1.76; 
Blue Bird, $1. 22; Sleepmeter, $1.40; 
Sleepmeter, _— dial, $2.10; 
American, $1.0 

Auto clocks, Ww estclox, plain, $1.76; 
same luminous, $2.46. 

jaby Ben De Luxe color assort- 
ment of three clocks, one each, Rose, 
Blue and Green at $7.92. Display 
stand included with each assu:tment. 


FANS, ELECTRIC.—During the recent 
spell of very warm days there was a 
land office business being done in fans. 
The higher grade models predominate 
in reorders. Prices are steady and not 
expected to change. Local stocks should 
be adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Electric fans, 8 inch size, non-os- 
cillating, A.C., $5.60 to $6.00; same 
universal, $5.60; same, 10 inch size, 
for A.C., $8.00 to $8.60. 

Oscillating fans, 10 inch size, A.C., 
$12.40; for universal, $14.40; Oscillat- 
ing fans, 12 inch, A.C. or D.C., 
$24.00; same, 16 inch, $28.00. Prices 
are each for 1 to 9 fans. 

Competitive grade electric fans, 8 
inch, $3.15 each; lots of 10 in a case, 
$3.00 each; same, 9 inch, $3.85 each, 
and in lots of six to a case, $3.67 
each; same, 10 inch, $4.90 each, and 
in lots of six to a case, $4.67 each. 
These are all non-oscillating fans. 
Same grade, 10 inch oscillating, $7.00 
each, and in lots of six to a case, 
$6.67 each. 

FREEZERS, ICE CREAM. — Retail 
sales have been very good on the hot 
days. Wholesale business has been 
steady. Prices continue firm and will 
not likely change during the season. 
Local wholesale stocks appear ample. 


JOBBERS’ a tape ge TO RE.- 
TAILERS, F.O.B. NEW YORK 

Acme freezers, 2 qt., tetete, gal- 
vanized tapered, $8 per doz.; same 
enameled galvanized, $10 per doz.; 4 
qt., enameled-galvanized, $18 per doz., 
and pint size, Junior enameled, $4.80 
per doz. 

Arctic freezers, 1 qt., $2; 2 at., 
2.30; 3 qt., $2.78; 4 qt., $3.44; 6 qt., 
$4.30; 8 qt., $5.55; 10 qt., $7.40; and 12 
qt., $8.33. Prices are each and NET. 

Auto vacuum freezers, No. 1, $2.33: 
No. 2, $2.67; No. 3, $3.33; and No. 4, 
$4. Prices are each and NET. 
Gasco Effortless freezers, $2.67 each. 
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JUNE PRICE CHANGES 


Among the price changes re- 
ported by New York jobbers dur- 
ing the month of June, effective 
on or before July 1, are the fol- 
lowing separated in two classifi- 
cations, declines and advances: 


Declines 


Buck Bros. Butt Chisels, No. 3 

Buck Bros. Butt Chisels, No. 4. 

Buck Bros. Tang Chisel, No. 30. 

Buck Bros. Butt Chisel, No. 39. 

Household Steel Square, No. 240. 

Irwin Auger Bits, No. 140. 

Plasterers Alum. Hawk, No. 1. 

Bar Solder, % and %. 

Flat Strip Solder, 5 lb. box. 

Flat Strip Solder, 5 lb. spool. 

Automobile Wrench Set, No. 28. 

Dandy Oiler Assortment, No. 1 

Vulcan Chain Pipe Vises, No. 1. 

Vulcan Chain Pipe Vises, No. 2. 

Universal Knife and Fork Set, 
No. V7120R. 

Universal Knives only, No. 
V7120R. 

Shelf Brackets, No. 792, all sizes. 

Refrigerator Hinges, No. 7845. 

Refrigerator Hinges, No. 7846. 

Refrigerator Hinges, No. 7847. 

Refrigerator Hinges, No. 7848. 

Floor Hinges, No. 904. 

Floor Hinges, No. 905. 

Turn Buckles, No. 21. 

Turn Buckles, No. 182. 

Turn Buckles, No. 183. 

Ice Box Catches, No. 9215. 

Ice Box Catches, No. 9216. 

Ice Box Catches, No. 9217. 

Sash Fasts, No. 428. 

Sash Fasts, No. 1154. 

Sash Fasts, No. 1528. 

Spring Cotters. 

Bright Wire Screw Eyes. 

Bright Wire Screw Hooks. 

Brass Wire Cup Hooks. 

Bright Wire Gate Hook and Eyes, 
No. 40. ' 

Galvanized Gate Hook and Eyes, 
No. 140. 

Brass Gate Hook and Eyes, No. 
1040. 

Steel Wool, Household Size 
carton. 

Advances 

Jobbers Drill Set, No. 5R. 

Bull Dog Electric Tape, No. 18 
and No. 19. 

Bull Dog Electric Tape, No. 20 
and No. 25. 

Rope Clasps, No. 30. 

Joist Hangers, No. 301. 

Joist Hangers, No. 302. 

Joist Hangers, No. 319. 

Joist Hangers, No. 320. 

Lanes Barn Door Hangers, No. 1. 

Lanes Barn Dr. Hangers, No. 1%. 

Lanes Barn Door Hangers, No. 2. 

Lanes Barn Dr. Hangers, No. 300. 

Roofing Paper. 

Asbestos Mats, No. 28. 

Fruit Pickers, No. 99. 

Carpenters Aprons, No. 37. 

Carpenters Aprons, No. 81. 

Snappy Rat Trap. 

















| 
| 


| 
} 
} 


| 
| 





Everybody’s —— freezer, 1 pt., 
$3.50; 1 qt., $4.50; 2 qt., $6; 3 qt., $7: 
and 4 at., $8. These are LIST prices, 
per each, and are subject to a deal- 
ers’ discount of 30 per cent. The 
Ioverybody’s freezer is gray enameled. 

Peerless freezers, cottage special, 
2 qat., $1.50 each NET 

in — freezers, > gt, 

; , $2.83; 3 qt., $3.38; 4 qt., 
$4.13; é +a $5.23; 8 qt., $6.75; 10 qt., 
$9; 12 qt., $10. 78; 15 qt., $12.80; 20 qt., 
$16.80. Prices are each and NET. 


NAILS.—Rumor has it that nails may 
be advanced about Oct. 1. We are not 
able to obtain even an estimate of the 
percentage of possible increase nor 
have we received confirmation or de- 
nials on the rumor of an advance from 
local distributors. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Common wire nails, beieht, 4d, 
$4.25 per keg; 6d, $4 per keg; 8d, 
$3.85 per keg; 10d, $3.75 per keg. 
Common wire nails, galvanized, 4d, 
$6.75 per keg; 6d, $6.50 per keg; 8d, 
$6.35 per keg, and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and sd, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg; 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


FRUIT PRESSES.—Early interest has 
been very good. Prices are not ex- 
pected to change during the season. 
Local stocks are satisfactory. Demand 
is expected to show substantial in- 
creases from this time on. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, plain hinged tub, No. 
0, $6.00; No. 21, $7.50; No. 22, $8.50: 
No. 2214, $10.50; No. 23, $13.50, and 
No. 24, $18.00. Prices are each. 

Ratchet type fruit presses, No. 5A, 
$10.50; No. 5, $13.50; No. 3A, $18.75; 
No. 3, $24.00; No. 2B, $27.75, and No. 
2A, $33.75. Prices are each. 

Juicy fruit presses for home use, 3 
qat., $3.60; 6 qt., $4.50; 12 qt., $6.20. 
Prices are each. 

Fruit crushers, No. 14, plain type, 
$5.25; No. 11, wheel crusher, $7.13; No. 
8, wheel crusher, $9.00; No. 30, galv. 
plain crusher, $6.25; No. 20, galv. 
crusher, $10.00, and No. 25, wheel 
fruit crusher, $11.25. Prices are each. 


OIL COOK STOVES.—Fairly active at 
this time. Prices are the same. Local 


| stocks are ample. 


JOBBERS’ gg eee TO RE- 
TAILERS, F.O.B. NEW YORK: : 

Perfection oil cook stoves, No. 339 
full white porcelain enamel, 4 stand- 
ard. 1 Giant Superflex burner, built- 
in oven with white cabinet, $140; No. 
74, satin-black finish, 4 cobalt porce- 
lain burners, $28.50 for stove only, 
with white cabinet, $41.50; with black 
cabinet, $36.50; same with 3 burners, 
$22.50, $33 and $29; same with 2 burn- 
ers, $17.50 for stove alone and with 
black cabinet, $22.75. 

These are list prices subject to 4 
discount of 30 and 5 in lots of 10 or 
more and for lots of less than 10, 30 
per cent off list. 2 

Nesco oil cook stoves, No. 500, $56: 
No. 400-L, $38.50; No. 400-R, $38.59; 
No. 212-1102, with high shelf, $15.93: 
No, 213-1103, with high shelf, $19.95; 
No. 214-1104, with high shelf, $25.20: 
Nesco ovens, No. 5, $1.50; No. 10, 
$2.63; No. 20, $3.15; and No. 301, $4.48. 
NESCO prices are NET. 

Coleman camp stoves, No. 2, $8.59, 
and No. 9, $6.25. Coleman Gipsy c: amp 
stove, $4.70. 

Coleman Air-O-Gas stoves, No. 322, 
$76; No. 323, $17.60; No. 324, $26; No. 
$325, $30; No. 326, $16; No. 327, $19: 
No. 328, $48; No. 329, $35; No. 330, 


$23. 
COLEMAN prices are each and 
NET. 
ROLLER SKATES.—Demand has bee? 


pretty good in this market according 
to retailers. Wholesale demand has n0t 




















en 























yet felt the reaction of any unusually 
good retail business. Prices are firm 
and stocks adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

toller skates, extension, web heel 
and toe straps, plain steel rolls, 72c. 
per pair; same with toe clamps and 
web heel, 78c. per pair; same for 
boys, with self-contained ball bear- 
ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. 

Roller skates accessories: Keys, 
21%4c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c, per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 12c. 
per pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball bear- 
ings, $1.45 per pair. 


SASH CORD.—Prices are representa- 
tive of local offerings. Demand is 
fairly good with stocks in good con- 
dition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash cord, Samson spot No. 8, 67c.; 
Aetna No. 8, 30%c.; and Phoenix No. 
8, 3914e. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 
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SCREWS.—As in the case of nails, 
rumor has it that wood screws may be 
subjected to an advance about Aug. 1. 
No word is available on the possible 
percentage of such an advance. Cur- 
rent volume is normal with stocks in 
good condition. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wood screws, flat head, bright iron; 
50-10-10; round head, blue, 45-10-10; 
round head, iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
head, brass and iron, 70 per cent 
off list. 

SCREENS.—Business has been very 
good and will probably continue fairly 
active for some time. Stocks are fair 
and prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Window screens, Diamond E, all 
metal frame, with Opal galvanized 
wire cloth, No. 14 mesh, No. 1, $8; 
No. 2, $10; No. 3, $12; No. 4, $14; No. 

5, $12; No. 6, $14; No. 7, $16. 

Diamond E with Liberty 
bronze wire cloth, No. 16 mesh, No. 
11, $12; No. 12, $14; No. 13, $16; No. 
14, $18; No, 15, $16; No. 16, $18; No. 


golden 





17, $20. 
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Diamond E prices are net per doz. 

Liberty Brand, all metal screens, 
galvanized wire cloth, No. 14 mesh, 
No. 21, $6.80; No. 23, $9.20; No. 24, 
$10; No. 26, $10.80; No. 27, $12. 

Liberty Brand with bronze wire 
cloth, No. 16 mesh, No. 31, $10; No. 
2.80; No. 34, $14; No. 36, $14.80; 

No. 37, $16. 

Liberty Brand screens are net per 
Oz. 


SPARKLET SYPHONS.— Hot days 
help the sale of this line. Prices are 
the same and local wholesale stocks 
satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Sparklet syphons, No. 41, $4.25 each; 
in lots of six or more, $4 each. Spark- 
ers, 9 7/12c. each, packed in cartons 
of one doz. Sparklet syrups, 50c. per 
pt. bottle. 

Extra parts, pin washers, 15c. each: 


piercing pins, 15c. each; tubes and 
washers, 50c. each; tube washers, 
lie. each; head, complete, $2 each, 


and Sparker holders, 50c, each. 


WIRF’S WEATHERSTRIP.—Local job- 
bers report that prices issued for the 
year on Wirf’s weatherstrip, all sizes 
and all kinds, show a price of $33.50 per 
1000 ft. in 100 ft. containers, either 
maroon or white. Futures on this line 
have been only fair to date. 





Cincinnati Market Very Active— 
Staples Improve—Prices Steady 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, July 17.—There has been a distinct improvement in 
jobbing sales of hardware goods since the first of the month, the 
end of rainy weather and the‘advent of high temperatures having 
been largely responsible for the betterment. The volume of business 
in the first half of July was about equal to that in the same period 
of 1927, but total orders for the year to date are slightly behind 


those of last year. 


Now that the summer season is at hand and jobbers have put into 
the hands of retailers fairly liberal stocks of seasonal items, dis- 
tributors are looking principally to shelf goods to sustain sales in 
good volume during the remainder of the month. Undoubtedly staple 
lines constitute a substantial portion of the aggregate bookings, al- 
though replacement orders for seasonal merchandise have been 


up to normal. 


With the exception of a drop of $3 a ton in steel sheets, effective 
on July 5, prices have been remarkably steady. Indications are that 
there will be few, if any, changes in quotations during the next 


few weeks, 


A definite pickup in auto accessory trade has been a source of 
encouragement to both jobbers and manufacturers, the decreased 
prices of tires and tubes particularly having had a favorable effect 


on sales. 


Building permits in this city are considerably ahead of those in 
1927 and therefore business in builders’ hardware should be good 
for the year as a whole, although the movement of goods in this 


line has been somewhat light. 


Retail sales are fairly good and collections are moderate. 





AUTOMOBILE ACCESSORIES.—The 
hot weather has greatly stimulated 
sales, which have been the best in many 
months. The volume of business in 
July is paralleling that in the same 


month last year, but shipments to date 
in 1928 are less than in the corre- 
sponding period of 1927. The recent re- 
duction in the price of tires and tubes 
is responsible for a brisk demand from 





dealers and from the public, especially 
for the cheaper grades. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Tires and Tubes.—Beaver tires, 30 x 
314, $5.45 each; 29 x 4.40, $6.70 each; 
Badger tires, 30 x 3%, $6.45 each; 
29 x 4.40, $8 each; 30 6 unguar- 
anteed cord tires, $3.70 each; 29 x 
1.40 unguaranteed $4.65 each; 
Mansfield tires, 30 x 3% Liberty Cord, 
$5.45; heavy duty oversize, $7.25; 
32 x 4 Liberty, $10.20; heavy duty, 
; balloon tire, 29 x 4.40, $8.00; 
30 x 5, $13; 32 x 6, heavy duty, $17.40; 


2 x 6.20, heavy duty, $24.85; tan 
tubes, 30 x 3%, $1.40; 32 x 4, $2.20; 
34 x 4%, $2.80; balloon tire tubes, 
gray, 27 x 4.40, $1.55; 29 x 4.40, $1.65; 


32 x 6, $2.65. 

Spark Plugs.—Splitdorf spark plugs, 
32c. each; 30c. in lots of 100; Ford 
spark plugs, packed one set of four 
to a box, $1.10 per box. 

Chamois Skins.—13 x 16 in., 38c. 
each; 14 x 18 in., 54c. each; 15 x 20 
in., 65c. each. The chamfois skins are 
packed one to envelope and 12 
envelopes in a box. 

Polish.—HLF polish in % pints, 
packed 24 to a case, 50c. per 4 pint: 
HLF polish in pint bottles, packed 
12 to case, $1 per pint; HLF polish 
in quarts, packed six to a case, $1.50 
per quart. On the above prives there 
is a discount of 40 per cent on indi- 
vidual packages, 40 and 5 in cases, 
and 40 and 10 in % gross lots. 

BOLTS AND NUTS.—Orders have 
been holding up in fair volume, al- 
though shipments out of local ware- 
houses have fallen off in the past two 
weeks. Quotations are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Cut thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove bolts, 
20 per cent off list; square, hexagon 
and tap nuts, 60 per cent off list. 


BUILDERS’ HARDWARE. — Building 
permits in Cincinnati are running con- 
siderably ahead of those in 1927. but 
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wet weather has interfered somewhat 
with sales of builders’ hardware. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Sash Weights.—-Sash weights, $4.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 

COOK STOVES AND OVENS.—Busi- 
ness has been fairly well sustained in 
the past few weeks. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Gasoline-Pressure Cook Stoves.— 
Coleman; No, 322, $76 each; No. 329, 
$35 each; No. , $48 each; No. 325, 
$30 each; No. 324, $26 each; No. 330, 
$23 each. 

Pressure-Gas Cook Stoves. — Puri- 
tan No. 759, $128 each; No. 714, $38 
each; No. 713, 33 each; No. 703, 
$26.50 each. 

Oil Cook Stoves. — Perfection No. 
339, $140 each: Verfection No. ¢ 
$120 each; Perfection No. 75, $39.5 
each; Perfection No. 74, $28.50 each; 
Perfection No. 73, $22.50 each; Per- 
fection No. 72, $17.50 each; Puritan 
No. 249, $122 each; Puritan No. 44, 
$28.50 each; Puritan No. 43, $22.50 
each; Puritan No. 42, $17.50 each 

Ovens.—Perfection No. 211, $2.50 
each; Perfection No. 211G, $2.70 each; 
Perfection No. 122G, $6 each. 

Note.—On Perfection and Puritan 
cook stoves there is a dealers’ dis- 
count of 30 per cent and 5 per cent 
for 10 or more assorted sizes and of 
30 per cent for less than 10. On VPer- 
fection ovens the same discount ap- 
plies. 
















ELECTRIC FANS.—The hot spell of | 


the past week has brought out a heavy 
demand for electric fans and many 


dealers have had difficulty in keeping | 


adequate stocks on hand. 


GALVANIZED SPRINKLERS. — Or- 
ders have been small and are largely 
of a replacement nature. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
four at. sprinkling pots, $5.25 per 
doz.; 6 qt. sprinkling pots, $5.95 per 
doz.; 8 qt. sprinkling pots, $7.10 per 
doz.; 10 qt. sprinkling pots, $7.90 
per doz.; 12 qt. sprinkling pots, $9.00 
per doz. 
GARDEN HOSE.—Jobbers state that 
sales have been normal this season. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Rubber Hose.—5 ply, % in., 7c. per 
ft. in 50-ft. lengths; 6 ply, % in., S%c. 
per ft. in 50-ft. lengths; 7 ply, ™% in., 
10%c. per ft. in 50-ft. lengths; double 
braid in 44 in., 500-ft. coils, 8c. 
per ft. 
HOSE ATTACHMENTS.—Jobbers re- 
gard activities in this item as normal 
for this time of the year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Diamond nozzles, $3.60 per doz.; 
Pet nozzles, $4.90 per doz.; Gem noz- 
zles, $5.50 per doz. 
HOSE REELS.—Shipments by local 
jobbing houses have been fair. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CINCINNATI: 
Wooden hose reels, $14.50 per doz.; 
Victor iron hose reels, $2 each; No. 
10 iron hose reels, $3.55 each. Donley 
Alsteel hose reels, $1.65 each. 
ICE CREAM FREEZERS.—An active 
demand has developed for ice cream 
freezers, the hot weather having been 
the biggest factor in this respect. 
Dealers are well stocked to care for 
current needs. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
White Mountain.—1 qt., $2.43 each: 
2 qt., $2.83 each; 3 qt., $3.38 each; 
4 qt., $4.13 each; 6 qt., $5.33 each; 
8 qt., $6.75 each. 
Arctic.—1 qt., $2 each; 2 at., $2.30 





each; 3 qt., $2.78 each; 4 qt., $3.40 

each; 6 qt., $4.30 each; 8 at., $5.55 

| each. 

| Peerless.—1 qt., $2.95 each; 2 at., 

| $3.45 each; 3 qt., $4.10 each; 4 qt., $5 
each; 6 qt., $6.30 each; 8 qt., $8.20 
each. On all sizes of Peerless a dis- 

| count of 25 and 10 per cent applies 

| on the above prices. 

| 


JUVENILE VEHICLES. — Retailers 
generally are placing fair sized orders 
| for juvenile vehicles. Now that the va- 
cation season is here, children are free 
to play and those merchants who are 
| aggressive in soliciting business of this 
| character are building up a substantial 
| trade. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Scooters.—No. 109, $2.09 each: No. 
110, $3 each. 

Sidewalk Cycles. — No. 11, $11.50 
each; No. 12, $12.75 each. 

Velocipedes. — No. 6, $2.90 each; 
No. 7E, $3.30 each; No. 46, $7.40 each 


| LAWN MOWERS.—While prices have | 


not yet been announced for next year, 
the report in jobbing circles is that 
quotations in 1929 will be slightly lower 
| than the present schedule. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
| Cheap Grade.—12 in., $4.85 each; 
} 14 in., $5.15 each; 16 in., $5.45 each 
Ball Bearing.—14 in., medium grade, 
$8.15 each; 14 in., good grade, $9.25 
each; 14 in., best grade, $11 each; 
16 in., medium grade, $8.50 each; 16 
in., good grade, $9.75 each; 16 in., 
best grade, $11.50 each; 18 in., me- 
dium grade, $8.85 each; 18 in., good 
grade, $10.25 each; 18 in., best grade, 
$12 each. 


| been no change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Wire lawn rakes, $6.75 per dozen; 
wooden lawn rakes, $6.50 per dozen. 


facturers recently have made readjust- 
| ments of prices, jobbing quotations of 
nails and wire goods are likely to re- 
main undisturbed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. CINCINNATI: 
Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg 
PAINTS.—Trade has picked up in the 
| past two weeks, the hot weather hav- 
ing helped activities which were ham- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Ready mixed house paints, $2.75 
per gal.; linseed oii, single barrels, 
78c, per gal.; turpentine, in 2-barrel 
lots, 68c, per gal.; white and red lead 
in 500-lb. kegs, 13%c. per Ib. less 10 
per cent. 





ment of sanitary products has held up 


are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Desolvo special pipe cleaner, 10 02. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz.; 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 
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LAWN RAKES.—In this line there has | 


NAILS.—Despite the fact that manu- | 


pered by the rainy period last month. | 


SANITARY PRODUCTS.—The move- | 


well, and jobbers’ shipments compare | 
favorably with those in 1927. Prices | 


| 


Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 02. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same 5 pt 
size, $9 per doz.; Window cleaner, 6 
oz size, $3.60 per doz.; same, 12 oz 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz.; and Dry Cleaner, S$ oz. size, 
$3.60 per doz. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1 pei 
dozen. 

Hercules Radiator Stop Leak, 8 oz 
cans, 1, 2 and 3 dozen cans to a cur- 
ton, $4.50 ner dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 

Keconomy plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-lb. 
size is packed one, two and thre¢ 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 


ROOFING MATERIAL. — Sales have 
been about normal, and prices are well 
stabilized at the figures quoted below. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CINCINNATI: 

Roofing Paper.— Light standard, 
$1.10; medium standard, $1.30; heavy 
standard, $1.60; light Holdfast, $1.25; 
medium Holdfast, $1.70; heavy Hold- 
fast, $2.05; K red and green slate 
surface, $2.15. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half-barrel lots, 26c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib., 1244c.; in 5-lb. cans, 944c. per Ib.; 
in 10-Ib. cans, 9c, per Ib.; in 25-lIb. 
cans, Sec. per lb. Certain-teed cement, 
36 Ib. to the case, $4.25 per cause; in 
5-lb. cans, 12 cans to the box, S'4e 
per Ib.; in 10-Ib. cans, 6 cans to the 
box, 74%c. per Ib. 


SCREWS.—Orders have been fair in 
volume and dealers are finding it advis- 


able to carry liberal stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

lat head bright screws, 60 and 7'. 
off list; flat head blue screws, 60 and 
2% off list; flat head brass screws, 
50, 10 and 10 off list; round head blue 
serews, 50, 10 and 10 off list; round 
head brass screws, 50 and 10 off list: 
bright wire goods, 85 and 25 off list. 


STEEL SHEETS.—Local jobbers have 
cut the price of steel sheets $3 a ton, 
effective July 5. The decrease is at- 
tributed to recent drop in mill quota- 
tions. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

No. 24 gage galvanized sheets, $4.75 
per 100 Ib.; No. 24 gage black sheets, 
$3.90 per 100 Ib. 


SPRAYERS.—This line has been rather 
active in the past two weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Paragon sprayers, 30 and 5 off list: 
in lots of 5 or more, 35 off list. 


WATER COOLERS.—Business in this 
line has picked up and dealers now are¢ 
taking fair quantities of water coolers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

2 gal. cooler, $1.80 each; 3 gal 
cooler, $2.05 each; 4 gal. cooler, $2.40 
each; 6 gal. cooler, $2.90 each; 8 gal. 
cooler, $3.90 each; 10 gal. cooler, $9 
each; Twentieth Century cooler with 
bottle, No. 50, in mahogany finish. 
$10.80 each; Twentieth Century cooler 
with bottle and stand, No. 500, in ma- 
hogany finish, $13.75 each; Twentieth 
Century cooler with bottle, No. 9. 
in white finish, $11.25 each; Twentl- 
eth Century cooler with bottle and 
stand, No. 500, in white finish, $11.0" 
each. 
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The Remington Weekly Letter 


DO YOU SELL TO REPUBLICANS AND DEMOCRATS ? 
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R1825—WD—$1.25 





R7925—WR—$1.25 





Here’s a fine chance to cash in on 
the election enthusiasm and excite- 
ment. Feature Remington campaign 
knives and watch your cutlery sales 


jump. 


knives retail for $1.25 and the three- 
bladed for $1.50. 

These are fine knives of the regular 
Remington quality, and they carry the 


Remington trademark on the tang and 


These knives have white ivory 


etched into the blade. They sell at 


Pyremite handles handsomely etched prices within the reach of everybody. 


in colors. Each shows the American , 
They’re sure to be popular, fast-mov- 


eagle with a red, white and blue shield __. 
ing items this summer and fall. We 
and the Flag. One line carries the 
G. O. P. elephant with life-like por- 


traits of Hoover and Curtis, while the 


strongly advise you to place orders 
with your jobber at once. If you have 


other displays the Democratic donkey difficulty in obtaining these knives 


with Smith and Robinson. There are give us the name of your jobber and 


we will see that you are supplied. 


Rf Lars 2L, 


President 


3 styles in each line. The two-bladed 





We have had a number of requests 
for reprints of these Weekly Let- 
ters, to be distributed to salesmen 
and others. We shall be glad to 
jars any of our — with 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


| 235 Broadway, New York City Telephone, Bowling Green 3392 


: 
: 
4 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 











te 


wi 
to 


HARDWARE AGE for JuLy 19, 1928 


Atlanta Hardware Jobbers Enjoying Large 


Volume of Business—Prices Steady 


(Atlanta office of HARDWARE AGE) 

ATLANTA, GA., July 10.—Reports from local hardware jobbers in- 
dicate that during the past week they have been enjoying a larger 
volume of business for this time of the year than they have for the 
past several years. Summer merchandise is in strong demand and 
such items as refrigerators, electric fans, cutlery, carpenters’ tools, 
galvanized ware, tires and tubes, etc., are moving in very large 
volume. 

Despite the fact that quite a bit of rain has fallen recently crop 
conditions are not so bad and farmers seem to be more optimistic 
as to the crop outlook. This naturally encourages buying on future 
shipments, and salesmen report good bookings on such items as 
small arms, ammunition, axes, plow goods, etc. 

Building in this territory is progressing rapidly and the employ- 
ment situation is very encouraging. 

There have been very few price changes during the past thirty 
days. Tire manufacturers recently announced a cut in tire prices of 
approximately 15 per cent on tires and tubes. 

Both jobbers and retailers report collections fair. 





AUTOMOBILE ACCESSORIES.— Broken Full 
‘i Packages Packages 
There is a good demand for accesso- — $2.53 $2.33 
ries. Jobbers’ stocks are complete and oa | etree: 3.33 
prices firm with the exception of tires | ae 124 settee eee eeees 4 aH 
and tubes, which have declined about i Ee 2 Gt ae 1.14 
5 ep 6 a eerrrrs. s -42 .39 
15 per cent. No. 963: 5.55. eee 1.05 ‘97 
JOBBERS’ QUOTATIONS TO RE- SS Sree eres 1.40 1.30 
TAILERS, F.O.B. ATLANTA, GA.: Oe: ER ee 1.40 1.30 
Mansfield Balloon Tires.—29 x 4.40- No. 767 ........+2200- 2.06 1.92 
21 in., $8.00; 29 x 4.75-20 in., $10.05, No. 6 telephone type, $30 per 100; 
30 x 5.25-20 in., $12.50; 31 x 5.25-21 No. 6 ignition type, $32.50 per 100. 
in., $12.90; 31 x 6.00-19 in., $17.10; 32 x Flashlight Batteries.—No. 935, $9.25 
6.00-20 in., $17.40. : per 100; No. 950, $9.25; per 100; Ne. 
Mansfield High Pressure Tires.— 790, $18.50 per 100; No. 705, $27.50 per 
30 x 3% CL, $5.45; 30 x 3% extra 100; No. 750, $18.50 per 100; No. 761 
size, $7.25; 30 x 3% S.S., $9.10. ’ $25 per 100. 
The above carry a 5 per cent dis- Multiple Hot Shot Batteries. — No. 
count. : 1461, 4 cell, $1.67 each; No. 1661, 6 
Weed and Rid-O-Skid tire chains cell, $2.37 each. 
are quoted at list less 30 per — in 
quantities of less than 12 pairs #88 . me ' . 
35 per cent in quantities of 12 to 49 BOLTS, NUTS AND RIVETS.—Orders 
pairs. Less 40 per cent in quantities are increasing, with stocks well as- 
of 50 pairs or more. . 
Champion. Spark Plugs.—No. X, 45e. sorted and prices are the same. 
each; No. 5, 538e. each: No. 6, Qe. JOBBERS’ QUOTATIONS TO RE- 


each | TAILERS, F.O.B. ATLANTA, GA.: 

Springfield Automobile Pumps.— Carriage and machine bolts are list 
| 
| 
| 


yy BF Ry Ree Ry ath Women. less 60 per cent. Nuts list less 60 
75e. each; No. 600 Walker, 90c. each: per cent. Stove bolts less 75 per 
No. 1 Walker, $2.10 each: No. 515 | cents. Tire bolts less 50 per cent 
Walker, $2.40 each : : Lag bolts 60 per cent. Rivets, large, 

\ Py j $4 base per 100 lb. Small wagon riv- 


Klaxon Automobile Horns.—No. 3 
hand, $4 each list; No. 11 battery, $4 
each list; No. 8 battery, $3.50 each 2 
list; No. 12 battery, $5 each list; No. BUILDERS’ HARDWARE.—Business 


ets at 60 per cent. 





15 battery, $6.75 each list. Klaxon s 
Mevna teas 36 por cont: in tote of 12 is good. Stocks are complete and 
less 40 per cent. prices are very firm. 
: ’ RE- 
AXES.—Orders are being booked for TATLERS F.O.B. ATLANTA, GA: 
fall shipment. Jobbers’ stocks are Ball tip plated steel butts. dull 
b ices are firm. brass or old copper plated, in less 
roken, but pric — - than case lots, 3 x 3, $20 — 100 pair; 
JOBBERS’ QUOTATIONS TO RE- 3% x 340, $21 per 100 pair; x 4, $28 
TAILERS, F.O.B. ATLANTA, GA.: per 100 pair. Plain Steel ‘putts with 
Single bit, first quality, unhandled, loose pins, size 2.x 2, $1.05 per doz. 
$14.75 per doz.; first quality, handled, pair; 2% x 2%, $1.20 per doz. pair; 
$19.25 per doz.; single bit, second 3.x 3, $1.30 per doz. pair; 3% x 3% 
quality, unhandled, $13.50 per doz.; $1.65 per doz, pair; 4 x 4, $2.30 per 
single bolt, second quality, handled, doz. pair; 4% x 444, $3 per doz. pair. 
$17 base. Hinges, heavy strap, size 4 in., 95c. 


‘ . , per doz. pair: 5 in., $1.25; 6 in., $1.50; 
BATTERIES.—The demand is light at | sin, $2.50; 10 in.” $4.30: 12 in., $6.85 


a . . per doz. pair. Heavy tee hinges, 6 
present. Stocks are complete, with no in 0.0) bor Gen. oa Bin. O Eex- 
indication of price change. tra, heavy tee hinges, 8 in., $3: 10 in. 

JOBBERS’ QUOTATIONS TO RE- $4.76 7 
TAILERS, F.0.B. ATLANTA, GA.: CLIPPERS. —Toilet clippers are 
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good demand. Stocks are complete 
and prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

No. 1 Stewart horse clippers, $14 
each, less 3344, with repairs at the 
same discount; Brown & Sharpe, 
bressant and narrow blade, $4.50 per 
pair less 25-10; American Gentleman, 
$3 less 3314. 


CUTLERY.—The present demand is 
good. Salesmen are booking orders 
for both prompt and future shipment 
on pocket, kitchen and table cutlery, 
razors, shears and scissors. Prices re- 
main firm. 


COOLERS.—Business continues good; 
stocks are full and prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

Galvanized Lined Water Coolers, 2 
gallon, $2 each; 3 gallon, $2.15 each; 
4 gallon, $2.35 each; 6 gallon, $3.10 
each; 8 gallon, $4 each; 10 gallon, 
$5.25 each. 

Twentieth Century Water Coolers 
complete with stand and bottle, green 
or mahogany color, $14 each; white, 
$14.50 each 


FILES.—Orders are fair, stocks full, 
with no indication of price change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Black Diamond or Nicholson at 
list, less 50 per cent. Other brands 
as low as list, less 70 per cent. 


FREEZERS, ICE CREAM.—Season is 
getting late, although business con- 
tinues good and many orders are yet 
keing filled. Stocks are complete and 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

White Mountain Freezers.—1 at., 
$4.80 list; 2 qt., $5.60 list; 3 qt., $6.75 
list; 4 qt., $8.25 list; 6 qt., $10.45 list; 
& qt., $13.40 list; 10 at., $17.90 list; 
12 qt., $21.50 list; 15 qt., $25.60 list; 
20 qt., $33.20 list; 25 qt., $42.60 list. 

Arctic Freezers.—1 qt., $4 list; 2 
qt.. $4.60 list; 3 qt., $5.45 list; 4 qt., 
#6.80 list; 6 qt., $8.60 list; 8 qt., $11.10 
list. 

The above list prices are less 5 
per cent discount. 

Alaska Freezers.—1 qt., $2.95 list; 
2 qt., $3.45 list; 3 qt., $4.10 list; 4 at., 
$5 list: 6 qt., $6.30 list; 8 qt., $8.20 
list; 10 qt., $10.75 list; 12 qt., $14 list; 
15 qt., $17 list; 20 qt., $21.50 list. 

Alaska freezers take discount of 20 
per cent and 10 per cent. 

Frost King Freezers.—1 qt., $2.10; 2 
qt., $2.50; 3 qt., $3.00; 4 qt., $3.60: 6 
qt., $4.60; 8 qt., $5.80; 10 qt., $7.75; 
12 qt., $8.75. 


GALVANIZED WARE.—Business _ is 
good; jobbers’ stocks are complete, 
with no indication of price change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 

Water Pails.—8 qt., $2 per doz.; 10 
qt., $2.20 per doz.; 12 qt., $2.60 per 
doz.; 14 qt., $2.85 per doz. 

Wash Tubs.—No. 0, $5.15 per doz.: 
No. 1, $6.35 per doz.; No. 2, $7.15 per 
doz.; No. 3, $8.50 per doz. 

Light Well Buckets.—10 aqt., $4.50 
per doz.; heavy well buckets, 10 at., 
$5.50 per doz. 

Oil Cans.—1 gallon, $3.60 per doz.: 
5 gallon, $7.50 per doz. 


ad GRAIN CRADLES.—The demand_is 
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A garage at 
Lima, Peru 


%y eee ee | i i 





The Villa Maria 
Academy, 


Lima, Peru 


A large ware- 
house at 


Perth, 
West Australia 










Ford Motor Co. 
Plant at Buenos 





Aires, 
Argentine 


House for oon, 
private Pull- > 
man car of 


“A Haneer 


with 
R-W 
All of the buildings, 
here shown, have R-W 
equipment. This includes 
Industrial Door Hard- 
ware, Slidetite Garage 
DoorHardware, FoldeR- 
Way Hardware, Barn 
Door Hardware Eleva- 
tor Door Hardware, Par- 
tition Door Hardware, 
OveR-Way Conveying 
and Lifting Equipment, 
andAutomaticFireDoors. 


Think of it—the same 
make of doorway hard- 
ware in permanent,stand- 
ard use from Chicago to 
Australia, and from The 
Argentine to Broadway! 


What better evidence 
could we produce to 
prove the breadth and 


scope of the service offer- 
ed by Richards- Wilcox? 





Building of the 
Perdriau Rubber 
Co., Ltd., 


Perth, 
West Australia 









Private stable 
of Mr. George 
Strom, 
Wheaton, {| 
Illinois 


The Adolphus 
Hotel, 
Dallas, Texas 





Shuff Battery 
Station, 
Kansas City, 
Missouri 








Car barns 
of the 


P ittabungh 
Railway Co., 
P ittsburgh, 

Pa 






The 
International 
Motor Co. 
at Jersey City, 
N. J. 
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slow. Stocks are only fair, with prices | 


firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 
14 fingered grain cradles, $4.50 
each. 
HOES. — Business is slow, stocks 
broken, prices very firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Scovil Hoes, No. 00, $11.50 per doz. 
list; No. 0, $11.75 per doz. list; No. 
1, $12 per doz. list; No. 2, $13 per doz. 
list; No, 3, $14 per doz. ‘list. 

Scovil Hoes less 45 per cent dis- 
count. 

Handled hoes with 5 foot handles, 
regular cotton hoes with goose neck 
or straight shank, 6% in. blade, $7.95 
per doz.; 7 in, blade, $8.25 per doz.; 
7% in. blade, $8.60 per doz.; 8 in. 
blade, $8.90 per doz. 

Cotton Choppers hoes with 5 foot 
handles, 8 in, blade, $8.60 per doz.; 
9 in. blade, $9.50 per doz.; 10 in. 
blade, $10.10 per doz. 


LADDERS, STEP.—Business is only 
fair, stocks well assorted, prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
Competition grade, 4 ft., $1 each; 
5 ft., $1.25 each; 6 ft., $1.50 each; 8 ft. 
$2 each. 
LAMPS.—Orders are only fair, stocks 
complete and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Coleman No. CQ329, $6.25 each; 
No. L327 lanterns, $5.25; No. L427, 
$6. Plain glass lamp bowls, in car- 
tons of 12, $3.50 per dozen and up. 


LANTERNS.—Business is fair, stocks 
complete and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Monarch, $8.25 per dozen; DeLite, 
$13.50; No. 210, $7.50; No. 150, $8.50; 
No. 160, $12; No. 160BR, brass fount 
and red frame, $18. 


LAWN GOODS.—Business is good; 
stocks are complete; no price change 
cxpected this season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Ball bearing lawn mowers from 
$7.50 up. Plain bearing lawn mowers, 
$4.50 up. 

Water hose, ™ in. by 5 ply, 7c. per 
foot; % in. by 5 ply, 8c. per foot; % 
in. by 5 ply, 9%c. per foot; in 25 foot 
lengths, 50 feet and longer, “c. less. 

Hose nozzles are $4 to $6 per doz. 

Rain King Sprinklers, $2.35 each; 
Giant King Sprinklers, $7.50 each; 
ting Sprinklers, 50c. each. 

Hose ew $3.35 up; hose couplings, 
% to % $1.25 doz. ; clinch coup- 
lings, $1. id ‘per doz.; galvanized hose 
clamps, 4% to % in., 25c, per doz. 

Hose washers, 60c. per Ib. 

Galvanized sprinkling cans, 4 qt., 
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$6.50 per doz.; 6 qt., $7 per doz.; 8 





qt., $8 per doz.; 10 qt., $9 per doz.; | 
12 qt., $10.75 per doz. | 
NAILS.—Business is increasing with | 
competition keen. Stocks complete and | 
prices unsettled. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
$3.15 per keg, base is quoted, 1% 
inch polished staples, $4.25 per keg; 
% inch galvanized staples, $6.50 per 
keg. | 
POULTRY NETTING AND SUP- | 
PLIES.—Business is still good; stocks 
well assorted; no price change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 


Hexagon and straight line netting 
at list as follows, for No. 20 gage, | 
galvanized before weaving. 12 x 1, 
| 
| 


$4.95 per roll; 18 x 1, $7.12 per roll: 
24 x 1, $9.08 per roll; 30 x 1, $10.83 
per roll; 36 x 1, $12.38 per roll; 48 x 1, 
$16.50 per roll; 60 x 1, $20.63 per roll; 
72 x 1, $24. 75 per roll; 12 x 2, $2.14 
per roll; 18 x 2, $3.08 per roll; 24 x 2, 
$3.92 per roll; 30 x 2, $4.68 per roll: 
36 x 2, $5.35 per roll; 48 x 2, $7.13 
per roll; 60 x 2, $8.91 per roll; “72 xK 2 
$10.69 per roll. The above prices are 
list and subject to a discount of 60 
per cent. 

Drinking Founts.—No. 1, $2.00 per 
doz.; No. 20, $2.75 per_ doz.; No. 24, 
$4.00 per doz.; No. 32, 75c. per doz. 

Feeders.—No. 11, 85c. per doz.; No. | 
12, $1.65 per doz.; No. 27, $1.65 per 
doz.; No. 28, $2.50 per doz. 

Double Feeding Troughs.—No. 58, 
$2.50 per doz.; No. 59, $3.60 per doz.; 
No. 60, $4.75 per doz. 

Large Feeders.—No. 140, $9.70 per 
doz.; No. 141, $14.50 per doz. 


REFRIGERATORS.—Business is good 
tor jobbers and retailers; stocks are 
slightly broken, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Competitive line of refrigerators. 

Top icers, 35 lb. ice capacity, $9.50 
each; 55 Ib., $11.50 each; 65 Ib., $13.50 
each; 95 Ib., $16.50 each. 

3 door front icers, 40 lb. capacity, 
$13.75 each; 60 Ib., $17 each; 65 Ib., 
$20.50 each; 95 lb., $23 each; 125 Ib., 
$24.50 each; 185 Ilb., $27.60 each. 


ROPE (COTTON).—A good -volume of 
business is being booked for future 
shipment. Prices very firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 
Cotton rope is quoted at 28 to 36 
cents per pound. 
SCREEN GOODS.—Business is good; | 
stocks are complete, with no indication | 
of change in price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 
Screen Doors.—3 x 7, No. 240, $18.50 
per doz.; No. 240G14, $20.50 per doz.; 
No. 301, $26.75 per doz.; No. 301G14, | 
$28.75 per doz. | 
| 
| 








Screen Windows, Wood Frame. 
No. 2437, $5.50 per doz.; No, 3037, 


$6.85 per doz.; No. 3637, $8 per doz. 

Screen Windows, Metal Frame.— 
No. M2437G14, $9.85 per doz.; No. 
M2837G14, $10.85 per doz. 


STOVES, OIL COOK.—The demand is 
| increasing; stocks are full and prices 
| firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. ATLANTA, GA.: 

Neseco Oil Cook Stoves, 2 burner, 
$18.50 each list; 3 burner, $23.50 each 
list; 4 burner, $29.50 each list; 5 
burner, $41.50 each list. 

High shelves for above, 2 burner, 
$5.65 each list; 3 burner, $7 each list; 
t burner, $8.60 each list; 5 burner, 
$10.50 each list. 

Nesco Rockweave wicks, $3 per 
doz. list; chimneys complete, $2.50 
each list; glass tanks with valves, 
$1.40 each list. 

Nesco stoves and repairs take 30 
per cent discount, 

“Perfection.”—No. 72, 2 burners, 
$18.00; No. 78, 3 burners, $23.00; No. 
74, 4 burners, $30.00. 

Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

“Puritan” (Improved Model).—No. 
a2, 3 og $18.00; No. 43, 3 burn- 
evs, $23.50; No, 44, 4 burners, $30.00. 

IP uritan discounts the same as Per- 
fection. 

“Coleman.’’"—No. 322, range, $114; 
No. 328, range, $72; No. 325, range, 
$45; No. 329, range, $52.50; No. 324, 
range, $39; No. 330, range, $34.50. 

Coleman dealers’ discount, 33% per 
cent. 


WIRE PRODUCTS.—Orders are satis- 
factory, stocks ample, with no change 
in prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 


Plain Smooth Wire Black Galvanized 
Gage Per 100 Ib. Per 100 Ib. 

6 to9 $3.50 $4.00 

10 3.55 4.05 

11 3.60 4.10 

12 3.65 4.15 

14 3.90 4.45 

16 4.20 4.85 


Bright Nails.—$3.15 per keg base. 

Barb Wire.—Per 80-rod spool; 2- 
“seg light cattle, $2.50; 2-point light 
hog, $2.75; 4- point heavy cattle, $3.40; 
4-point heavy hog, $3.60. 

Woven Wire Fence.—Per 20-rod 
roll, 726-14, eg a 12, $6; 939-11, 
$7. 85; 1446- -12%, 

Poultry and Revbit. —14 gage fence 
per 10-rod roll, = 14, $4; 1918-14, 
$4.85; 2158-14, $5.5 

Steel Fence F ca “T"’ galvanized, 
5 ft., 55c. each; formed painted, 35c. 
each; “‘T’’ galvanized, 6% ft., 65c. 
each; formed painted, 45c. each; ‘“‘T”’ 
galvanized, 7% ft., 70c. each; formed 
painted, 50c. each; “T’’ galvanized, 
8 ay 75e. each; formed painted, 55c. 
eacn. 

Wire Screen.—Fair weather in- 
creases orders, Prices quoted f.o.b. 
Atlanta. 

12-mesh, black, $1.85 per 100 sq. 
ft.; 14-mesh, galvanized, $2.60 per 
100 sq. ft.; 16-mesh, galvanized, $2.90 
per 100 sq. ft.; 16-mesh, bronze, 
$6.50 per 100 sq. ft. 








Children 


In a recent issue of HARDWARE 


equipment. He has few worries, for 
the small boys of the neighborhood. 


in front of his store and instantly the boys (and girls) 
of the neighborhood were interested. They came to try 
the slide and then the sale was as good as made; and we 
will venture one more statement—that those boys saved 
the merchant the trouble of studying up accessory mer- 


chandise to sell to their parents. 


3oys (and girls) know a lot more about what belongs 


AGE we printed a 
story of a hardware merchant who has developed a most 
desirable volume of business in private playground 


Need Play Equipment for Safety 


Not long since 


in a playground than the business man, and if he will 
listen to them and buy intelligently, he will find volume. 


there was a very serious debate in 


his sales force is Congress about providing “supervised play” for children 


He placed a slide who are wards of the Federal Government. 
was defeated because one Congressman held out that it 
“is impossible to teach children to play.” 

Certainly, however, it is more than possible to supply 
for them the things that will permit them to play safely 
and to keep them out of much danger and to help their 
proper development. 
reasonable profit is a public benefactor. 


Reading matter continued on page 56 


The bill 


The merchant who does this at a 
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Coldwell Dependable Hand 
Mowers 
Right: Coldwell Imperial Roller Bearing. 
Embodying a combination of new fea- 
tures not found in any hand mower. 
Lighter running. Easier to push. Tim- 
ken Tapered Roller Bearings. Cutter 
blades tempered in oil. Built to last. 
Value None like it in America today. 


Insure Your 
Lawn Mower Profits 
for 1929 
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Dependable merchandise carries a wonderful sales punch. Proof of this is found in the record- 


breaking demand for Coldwell Lawn Mowers during 1928. 


By stocking the Complete Coldwell Line for 1929 you Il be able to offer an absolutely de- 


pendable mower for every purpose and purse. 


A Coldwell Salesman will soon call. 


If you do not carry the Coldwell Line, it’s time you did. Write us now for our liberal dealer 
proposition for 1929. 























Impressive reduction on 
Coldwell Electric Lawn Mower 


New low prices on both 18 and 21 inch sizes. 

Plugs in on any electric outlet. As easy to run 

as a vacuum cleaner. An outstanding success 

every where. Sells on sight. A great mower 
for small lawns and boulevard parkings. 


















GASOLINE 
ELECTRIC 


DEPENDABLE LDVV ELL RS 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y,, U.S. A. 


Coldwell Model “L” 
Motor Lawn Mower and Roller 


Left: Model “L” is absolutely supreme as an all 

purpose mower for estates, parks, cemeteries, golf 

clubs, college grounds, etc. One man with this 

machine can mow and roll 10 acres a day on one 
gallon of gasoline. 
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Not a Complaint 


In Three Years 


Read What This Jobber Says 


About Clarinda Lawn Mowers— 


“Will state that we have handled Clarinda lawn 
mowers for about have had 
splendid satisfaction in their sale. We 
never had the least bit of trouble reported by our 
customers, and the fact that we are repeating 
year after year in the sale of them is the best 


three years, and 


have 


proof that they are good mowers and will repeat 
in sale if the retail hardware dealer will get back 
of them and specialize.” 

Many jobbers are switching to the Clarinda line 
They find the Exclusive Single Set Screw Ad- 
justment gives them something new and different 
to build sales on. 

Clarinda Lawn Mowers sell just as well as they 
cut. j 
One Jobber who usually sold about 300 lawn 
mowers per year, sold 800 Clarindas the first 








season. 
te very Jobber who handles lawn mowers should 
write for our proposition. 
eS 
Lawn 
Mowers 
NOT HIGH 
PRICED 
SOME OF THE 
FEATURES: 
Patented Blade 
; Adjustment 
Ball earings 
ft Self-Sharpen- 
ing 
Specially 
Tempered With the Clarinda Patented 
Knives Blade Adjustment, you have 
beet een only a single set-screw to 
B turn — no counterbalancing 
ars screw to tighten or loosen as 
Simplicity in the case of the ordinary four 
h Throughout screw type. Adjustment u- quickly 





n 


made with acommon wrench. 


Manufactured by 


Clarinda Manufacturing Co. 
Clarinda, Iowa 








f 


1928 


or JULY 19, 


A Defense of Henry Brown 


(Continued from page 27) 


to quote it in full, although I understand that /‘orbes 
Magaszine is copyrighted, but I don’t fear suit from Mr. 
Forbes because I know him personally; | am also a 
subscriber, and if he sues me I will stop my subscription! 
Where the Consumer Spends His Dollar 

“At last there are definite tigures on the division of 
business between chain and independent stores. The 
distribution census covered eleven areas in which about 
one-tenth of the country’s retailing is done. The sta- 
tistics are for 1926. The total of sales is $4,224,109,000. 
Of this, $3,011,090,300, or 71.28 per cent, was reported 
by independent, and $1,213,018,800, or 28.72 per cent, 
by chain establishments. 

“The divisions by areas were as follows: 

“Department stores reported 14.59 per cent of the 
total sales, but about one-third of these were by chain 
or non-independent establishments. Thus the divisiion 
between independent and chain establishments of the 
non-department store types was about the same as for 
all with department stores included. 

“Sales were divided between independents and chains 
as follows: 

Number 


of Stores 


A 
——— 


Division 
of Sales 


Number 
of Stores 


Division 
of Sales 


cf \ —s — "EE he 
Per Cent. Per Cent. Per Cent. Per Cent. 
Kind of Independ- Independ- Kind of Independ- Independ- 
Store ent Chain ent Chain Store ent Chain ent Chain 
Art and An Gasoline and 
tique ..... 95.5 4.5 94.0 6.0 eee 53.6 46.4 26.5 73.5 
Automobile... 74.9 25.1 68.7 31.3 General .... 85.3 14.7 70.3 29.7 
Auto Acces Grocery and 
sories .... 91.8 8.2 80.7 19.3 Delicatessen 79.0 21.0 58.7 41.3 
Bakery Shops 90.7. 9.3 88.6 11.4 Hardware . 85.4 14.6 90.8 9.2 
Soots and Hats and Caps 66.3 33.7 48.3 51.7 
Shoes .... 72.7. 27.3 48.2 51.8 Hay, Grain 
Building Ma and Feed.. 93.5 6.5 93.4 6.6 
terial Yards 82.9 17.1 84.9 15.1 Jewelry .... 92.2 §.8 82.8 17.2 
Cigars and Meat, Poul- 
Tobacco .. 88.4 11.6 64.5 35.5 try and Fish 91.4 8.6 85.8 14 


Millinery and 


Clothing and 
Artificial 


Furnishing 


(men’s) .. 87.7. 12.3 81.0 19.0 Flowers .. 79.6 20.4 63.1 36.9 
Women’s Motorcycle 

Clothing .. 85.3 14.7 84.4 15.6 and Bicycle 96.6 3.4 95.5 4 
Coal, Wood Musical .... 86.3 13.7 72.8 27 

and Ice Office Equip- 

Yards .... 88.5 11.5 71.8 28.2 ment ..... 91.3 8.7 86.6 13.4 
C on f ection Optical Goods 91.3 8.7) 83.3 167 

ery, tee Paint, Varnish 

Cream, etc. 94.2 58 723 BDZ and Glass 94.8 52 843 M7 
Custom Tail P h otographic 

or Shops 98.1 1.9 88.2 11.8 Supplies and 
Dairy and Cameras .. 90.7 9.3 93.4 6.6 

Poultry .. 89 10.9 56.0 44.0 Plumbing and 
Department Heating 

Stores ... 86.4 13.6 67.0 33.0 Supplies .. 90.1 9.9 90.9 9.1 
rere S82 128 70.1 2O:9 Bees -....:. 88.7 11.3 79.4 20. 
Dry Goods Restaurants.. 87.8 12.2 66.4 33.6 

and Notions 94.4 $7 918 82 Sporting 
Electrical Goods, toys, 

Goods .... 90.5 9.5 70.7 29.3 CMO, cessor 89.2 10.8 81.6 184 
‘ie ei et Stationery .. 84.2 15.8 85.0 15.1 

Shops .... 93.5 6.5 866 13.4 Trunk and 
Fruits and Leather 

Vegetables. 84.3 15.7 90.5 9.5 Goods .... 90.6 9.4 78.0 22.0 
Fur and Typewriters.. 96.4 3.6 94.0 6.0 

Clothing .. 92.1 7.9 88.8 11.2 Variet ooee 4.9 $5.1 29.3 
Furniture and Miscellaneous 92.3 7.7 94.6 5.4 

House Fur 5 Sean nies — 

nishings .. 86.4 13.6 67.2 32.8 TOTAL .. 84.9 15.1 71 28 
DIVISION OF SALES BETWEEN CHAIN AND INDEPENDENT 

STORES 
City Division-of Retail Sales ; 
Independent Per cetif Chains = Per Cent 

PE J .a955 6 a5'« Bs «0 $123,280,900 69.34 $54,501,900 30.66 
CS ere 286,215,600 77.56 82,811,700 22.44 
SEL) Senisas avec 1,245,458,100 62.87 735,682,300 37.13 
SMONNOT casas ns 84s 0 125,288,300 80.48 30,384,500 19.9- 
i Be ee 18,406,900 93.66 1,245,700 6.34 
mamees CUP oo. ...... 246,600,400 82.12 53,710,300 17.88 
Providence, R. I. ..... 152,761,200 79.45 39,511,300 20.99 

* (Combined) Pa 
San Francisco ...... 507,436,300 77.43 147,914,600 22.57 

* (Combined) as 
ee ee ree ee 79,286,200 80.45 43,555,900 19.99 
Springfield, Ill. ....... 37,321,900 82.00 8,191,000 18.00) 
a. ae 89,034,500 85.16 15,509,600 14.84 


*The Providence, R. I., and the San Francisco surveys went heyond 
the cities proper. Providence included Pawtucket, Central Falls North 
Providence, East Providence and Cranston. The San Francisco survey 
included all of Berkeley County—the cities of Oakland, Alameda and 
Serkeley. 
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“Most surprising is the great disparity shown between 
the average volumes of business done by chain and inde- 
pendent store units. The average reported for 1926 
by the latter was $37,743 while the average for compet- 
ing chain units was $85,726. Department store sales 
enter into those averages. Of those stores there were 
108 independent and 17 chain stores. The first reported 
an average of $3,823,317 and the last $11,974,794 of 
sales. Even the division of department-store sales be- 
tween independent and chain establishments was prac 
tically the same as that of all retail sales. 

“Averages based on grand totals mean little, for they 
do not run uniformly for various retail branches. 


“The average independent hardware merchant reported | 


considerably more volume than did the average chain 
unit, $35,192 for the independent and $20,799 for the 
chain unit. This occurred despite the fact that the hard- 


ware returns by independents ran to form in one rather | 


melancholy particular. Nearly 20 per cent of these units 
reported sales of less than $5,000 a year, which means 
those ‘stores’ were taking in less than $50 a week, or less 
than $8 a day. 

“Most chain grocery and delicatessen units are small 
establishments, yet the average sales reported by them 
were $45,997 compared with $17,380 by independents. 
More than one-fourth of the independents of this kind 
reported less than $5,000 of sales, while nearly a fifth of 
the remainder reported less than $10,000. Thus, while 
operating only 21 per cent of the grocery and delicatessen 
units covered, the chains accounted for 41 per cent of 
the sales. 

“Of all independent stores in the areas surveyed 28.06 
per cent did less than $5,000 of business a year. These 
miniature retailers reported only 1.68 per cent of all 
sales made by independents in the areas. 

“Rated on the basis of population in the bounds of 
the areas surveyed, per capita sales ranged from $483.44 
in Providence to $800.19 in Kansas City. The number 
of inhabitants per store varied from 91 in Providence 
to 56 in Springfield. Even per capita grocery and deli- 
catessen store sales varied from $126.35 in Atlanta to 
$63.47 in Chicago. The average was $71.92. 

“The division of the retail dollar averaged as follows: 

“Food, 28.51 cents; clothing, 24.29 cents ; automotive, 
12.10 cents; furniture and house furnishings, 9.84 cents ; 
huilding materials and heating supplies, 5.00 cents: drug 
and toilet goods, 3.33 cents; coal and wood, 2.01 cents ; 
hardware, tools and machinery, 1.99 cents; jewelry and 
silverware, 1.69 cents; cigars, cigarettes and tobacco. 
1.6 cents; office equipment and supplies, 1.44 cents; 
musical instruments and radio, 1.42 cents: all others, 
6.69 cents. 

“A total of $1,204,096,400 was spent for food, but 
grocery and delicatessen stores took in only $403,886,700 
on account of all sales of food products. This was 
33.54 per cent of expenditures for food. At the same 
time 22.26 per cent, or an aggregate of $268,031,000. 
went for prepared meals. 


“op ° qe | 
lhe only item of retailing costs comprehended by the 


survey is that of salaries and wages. The average annua’ 
pay of employees was $1,370, being highest, $1,508, in 
San Francisco and lowest, $1.182, in Baltimore. In some 
cases 35 per cent or more, and in others only 3 to 4 
per cent of sales went for salaries and wages. The av- 
erage cost of this item was 12.93 per cent. The lowest. 


10.20 per cent, was in Fargo and the highest, 13.45 per | 


cent, was in San Francisco. 

: “Tn wholesaling, the salaries and wages cost averaged 
9.17 per cent, varying as to areas from 4.02 in Kansas 
City to 6.94 in Springfield. Since these operations did 
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A Toy Line That 





Means Sales 


No. 108X Toy Ford Tudor 
Retails for 50¢ 


In every community, there is an average of twice 
as many children as there are families. 
Every child is a prospect for an Arcade Toy, 
every sale made is an entry into the child’s 


home,—another live hardware prospect! 


Make a specialty of your toy section 
dress it up in an attractive and 
novel manner and adults as well 

as children will be drawn by 

the unique display. It 





will put new life and new 
vitality into your store. 

Arcade cast iron 

Toys are “hard-wear” 

toys. “They Look Real”, 

resembling accurately 

the items they represent. 

They are furnished in bright 

assorted colors, unusually 
adapted to attractive d'splays. 


Cast 
Iron 


Eegin now to stock these fast selling 
toys. You will be doubly pleased 
with the results. : 


No. 248 Toy Mack Dump Truck 


Retails for $100 


HARDY 
Write us for Catalog:-Ask your Jobber for Prices 


ond TOY 
ARCADE MANUFACTURING CO. 
FREEPORT. ILLINOIS 
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72% Greater Holding 
Power Than Wire 
Nails. Won't Split the 
Wood. Heads Stay on. 


Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 


Makers of Cut Floor Nails, Rico Herd 
Floor Nails, Large Head Cut Foundry, 
Headless Cut Foundry, Black and Gal- | 
vanized Cut Shingle, Cut Clinch ond f 
V4 
Yj 


REAL 
CUT NAILS 
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Meet Modern Competition with 
Modern Merchandising Methods 


Go into any successful store and 
you'll find that proper display of 
merchandise js an important fea- 
ture. Prices plainly marked on 
attractive price tags, good look 
ing show cards that help to make 
sales easy, window streamers that 
help to save hours of 
your clerk’s time 

these are all absolute 
necessities in the up- 
to-date __re- 













PRICE TICKETS, SHOW CARDS AND SIGNS MADE UP TO THE 
MINUTE WITH THE STENCILOR, because it makes proper display 
possible. And, whether yours is a small store at the cross-roads or a 
big establishment on the main street, you'll find that this compact little 
“sign shop’’ will enable you, without experience, to produce attractive 
and up-to-the-minute display cards, price tickets and streamers quickly 
and at a minimum cost. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., St. Paul, Minnesota 


Attach this coupon to your firm letterhead 
Send to your nearest office— 

DISPLAY MATERIAL CO., 774 Grand Ave., St. Paul, Minn. 
Eastern Agents, Display Material Co., 191 Pearl St., 
New York, N. Y. 

Canadian Agents, Display Card Co., Ltd., 11 Inkerman St., 
Toronto, Ont. 

Please send me without obligation a copy of your book, 
“How to Make Signs.”’ 
TP asic hiss apse paiciele's 
eee a a Ee, ee ee ee eer 
SR ss at coe coe Ae ee seek inl quae ies 
Pt ~-pptckteeeret ens sawoags eee ee eee 









































not parallel retailing ones no comparisons as to volume 
between the two are worth while. 

“There is evidence of a tremendous change in the 
realm of merchandising that borders on the revolution- 
ary. Transitions under way have been achieved only 
slightly to date.” 


Independent Hardware Men Are Carrying on Efficient 
Fight Against Chains 


Now, if you have read this article, I just briefly want 
to emphasize, in conclusion, the fact that in the hardware 
business the independent retail hardware dealer does 
85.4 per cent of the business as against the chain stores’ 
14.6 per cent, and that in the division of sales the inde- 
pendent hardware store does 90.8 per cent, against the 
chain stores’ hardware sales of 9.2.per cent. 

In reviewing this entire list, taking everything in con- 
sideration, does any other class of business make as good 
a showing as the retail hardware business when com- 
pared with the chain stores? There is no question about 
these facts that have been gathered by Mr. Ulm being 
correct. As these facts are correct. it is hardly neces- 
sary for me to add that the retail hardware dealers are 
evidently carrying on a most efficient and most intelli- 
gent fight against the chain store business of this countrv. 

T was very glad indeed to find this article because it 
backed up my intuition bv facts. Tntuitions are all richt 
and are frequently like lightning flashes of genius: but. 
on the other hand, T like to have intuition backed up by 
facts and this article seems to give me that backing. So 
now, as my space is more than used up, I am just going 
to ask, as a matter of ordinary iustice, that all of the 
officials and speakers of the Twentv-ninth Congress 
send their letters of apology to Henry Brown and T will 
have them published in my column. This will do Henry 
Brown justice and will also save me a lot of trouble 
thinking up another article. 


Show Playthings If You 
, Would Sell Them 


The only reason that playthings have not a steadier 
all-year sale is because so few merchants indicate a wil- 
lingness to sell them by showing them to the children 
who are, after all, the real purchasers. Few adults 
would buy playthings if they did not believe the chil- 
dren wanted them. On every side one sees gift sug- 
gestions for adults, but only here and there such sug- 
gestions for children. 

A man going to a home as a dinner guest sees in 
windows suggestions that he buy flowers for the hostess 
and cigars for the host, but it is exceptional if he sees 
a suggestion to buy something for the junior members 
of the household. 

Toys, good merchandisers assert, are sold almost et- 
tirely because of display given to the merchandise. 
Nails, screws, butts and many other sorts of merchan- 
dise sold in hardware stores are bought because they are 
needed ; but parents, as a rule, are not conscious of the 
need for toys in the family. Children regard toys 4s 
necessities but without a display on which to base their 
arguments they are at a loss to state their needs to the 
elders to control the purchases. 
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The most 
DIFFICULT 


thing we have to do! 
e 


Is not making scales—for we have been 
doing that for 100 years. 


Is not getting recognition—for the name 
“Fairbanks” has become almost a syn- 


onym for accurate weighing. 


Is not making a better product—for the 
scale shown below is all-metal—no wood 
in it from top to bottom. 


Is not making them at a low enough 
price—because our scales sell for less 
than other scales made partly of wood. 


Our most difficult job—is 
getting you dealers to just 
investigate the sales and 
profit possibilities of this 
fast selling scale. 


But in Case— 


you are one of those deal- 
ers that are really looking 
for a rare combination of 
low price and high qual- 
ity, we want you to write 
us for full information. 


for 500-lbs. ca- 
pacity. 


$18.90 for 1000- 
Ibs. capacity. 


Fairbanks, Morse & Co., Chicago 


And 40 principal cities——a service station at each house 


Fairbanks 
Scales 


Preferred the World Over 

















$1615 


Cash f.o0.b. factory 





ASA 202.26 








1928 
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“TOTAN 
SUPER SOLDER 


“Is that LOTAN, that new super-solder 
I’ve seen advertised?” 


“Yes, sir! And you can make a clean, 
smooth, silvery joint in 35 seconds.” 


“How is LOTAN different from any 
other solder?” 


“It needs no acid or soldering iron. 
Makes joints in half the time. Goes 
twice as far. Makes stronger joints 
without solder waste.” - : 


The unique, attractive, two-color 
LOTAN display board, two 
dozen tins to the board, makes |} 
easy, over-the-counter sales. |= ~ 
Packed also in counter display © 
cartons, one dozen cans to the 
carton. 


The household can retails for 
25 cents. You merely hand , 
over the can and that’s all—a | 
quick, easy, 25-cent sale. No 
wrapping, measuring or cutting 
necessary. 


LOTAN is nationally advertised 
in the Saturday Evening Post. 





Send for complete descriptive 





literature describing special 
. counter display cartons. Use 
» coupon below. DO IT—TO- 
DAY. 


Simplex Flux & Solder Co. of America 
1964 E. 66th St. Cleveland, O. 


; New Lotan Method for bronze welding cast 
+ iron. Special fluxes for brazing and welding 
other metals. Write for booklets. 


Se SS SS SS SS SF SSS SS SSS SSS SCs eS 
pen oy Flux & Solder Co. of America 
E. 66th St., Cleveland, Ohio. 
siddhienes :—Please send me details of your counter display 
cartons and boards. Also dealer’s prices. 
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Brown & Sharpe’s New Tools 


Three new items have been placed on 
the market recently by Brown & Sharpe 
Mfg. Co., Providence, R. I. Nos. 60 and 
62 micrometer calipers are graduated to 
read in thousandths of an inch or can be 
obtained to read in hundredths of a milli- 
meter. The No. 60 measures from one 
inch to two; No. 62 measures from 
two to three. 


the 





Both micrometer calipers have solid 
anvils and a simple adjustment for wear 
They may be 
standards and 


on the measuring surfaces. 
furnished with or without 
ratchet stops. 











“HARDWARE AGE for JULY 19, 1928 


venience of portability, so that it can be 
used anywhere. 

One important feature of this product 
is that the reflector revolves on a ninety 
degree angle and can be turned horizon- 
tal so that it can be used as a grill or 
toaster, as well as a heater. 

The Hot-Beam Heater fuel fount holds 
three pints of gasoline, enough for 12 to 
15 hours operation. The heater stands 18 
in. high and the heat reflector is 9 in. 
wide. The burner can be turned low 
regulating the heat to any temperature de- 
sired. 





be Three sizes of tubular inside microm- 
eters, known as No. 276, are available to 
the trade. They measure respectively from 
12 to 22 in.; from 22 to 32 in., and from 
32 to 42 in. The range of measurements 
of each tool is obtained by 10 changeable 
ad anvils of different lengths. These can be 
easily changed and are held positively in 
place by a clamp screw. 
These inside micrometers are light in 
weight and easy to handle. They can be 





quickly read and are not difficult to adjust. 
The measuring points are hardened and 


; the faces ground on a radius, adapting 
: them for measuring parallel or curved sur- 
faces. 


The Coleman Hot-Beam Heater 


A Hot-Beam Heater is the latest Cole- 
man product to be added to the line of 
instant-lighting gas pressure products man- 
ufactured by The Coleman Lamp & Stove 
Co. of Wichita, Kan. 












































This heater lights instantly and requires | 
no pre-heating with matches or generation 
of any kind. 


te 





It has many advantages of a | 





Two New Vichek Wrench Sets 


The Vichek Tool Co., Cleveland, Ohio, 
recently placed on the market two new 
wrench sets. The Vichek “Fitz-All’’ car- 





bon steel wrench set comes in a metal 
container. The wrenches are double-head- 
ed and are graduated in size, designed to 
fit a wide range of nuts. 





The Vichcek chrome molybdenum steel 


wrench set also comes in a metal con- 
tainer. These wrenches are very strong 
and have been designed to withstand abuse 
and hard usage. They are attractive as 
well as being very serviceable. 


regular gas heater with the added con- | 


Elvacut Vacuum Lawn Mower 


A new development in the power lawn 
mower field has been introduced by H. C, 
Dodge, Inc., 32 Alger Street, Boston, 
Mass., in the Elvacut electric vacuum lawn 
mower. 

Five rotary cutters, each with two cut- 
ting blades, rotate in the Elvacut at a 
speed of more than 5000 r.p.m. The cut- 
ters are designed to not only cut the grass 
but are said to actually suck the grass into 
contact with the cutting blades. 





A special motor, operating on either 
alternating or direct current supplies am- 
ple power. As it is largely constructed of 
aluminum the Elvacut is light in weight 
and is very easy to operate. It cuts a 
swath 17 in. wide and is adjustable for 
height of cut. 

The main housing is die cast, the wheels 
are stamped and the device as a whole, is 
well constructed and uses very little elec- 
tric current. 


Pyrex Globes in New Heaters 


Color and visible flame have been added 
to the line of kerosene-burning room heat- 
ers manufactured by the Perfection Stove 
Co., Cleveland, Ohio, in the form of the 
new Perfection “Firelight” heaters. These 
resemble the other heaters in design, but 
have globes or fire bowls of Pyrex glass 
around the flame. 











| There are two models of the Firelight 
heaters. One has drums above and below 
| ie Pyrex globe. It is finished in apple 
| green porcelain enamel with nickeled trim- 
| mings. The other is finished in satin black 
| japan. The new heaters with the visible 
| flame lend themselves to attractive dis- 
| play. 


| 
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a of Polished Shovels Would Reduce Stock 50 Per Cent 


More than one hundred letters were received from 
readers commenting on a recent HARDWARE AGE story 
entitled “Why Polish Shovels? Black Goods Cost Less 
and Wear Longer.” Most of these have been pub- 
lished in the past several weeks. Our good friend Chas. 
F, Sharrocks was particularly interested in a comment 
by C. J. Whipple, president of Hibbard, Spencer, Bart- 
lett & Co., Chicago, who said “The shovel business is 
getting too complicated.” Mr. Sharrock writes in part: 

“Looking over our list of shovels I find that we have 
130 different shovels which, in my opinion, is all to- 
gether too many for a jobber to be compelled to stock. 
We find it necessary to carry both polished and black 
shovels. If we could depend on the manufacturers to 
eliminate polished shovels, the number of items of 
shovels we would stock would be cut almost in half, 
which would enable us to carry a heavier stock of each 
item carried, at the same time have a great deal less 
money invested in shovels and consequently, get a very 
much better turn-over. I see that a number of gentle- 
men who have written to you seem to feel that they can- 
not get along without a polished shovel; in this I do not 
agree with them. If some manufacturer would nickel 
plate a shovel blade, it would improve the shovel 
and the jobbers would be called upon to carry a nickel 
plated blade. On the other hand, if no manufac- 
turer would make a polished shovel, there would be 
just as many shovels used as are being used today, and 
the jobbers would sell a black shovel in place of a 
polished because they could not get a polished shovel. 

“We are heartily in sympathy with the work which is 
being done by the Division of Simplified Practice, De- 
partment of Commerce at Washington, and we are 


inclined to adopt and carry out the suggestions which 
they make from time to time. The writer would sug- 
gest, however, that this department at Washington work 
more closely with the manufacturers and not give so 
much consideration to the opinion of the jobbers. 

“To return to the question of shovels, of late years 
most of the shovel manufacturers have been experiment- 
ing with a heat treated, or an alloy steel shovel and so 
far as I can see, have been making headway and _ build- 
ing up a sale on the shovels principally on account of 
the advertising that they have done, but if you will 
notice, in all cases, these high priced alloy steel, or heat 
treated shovels are furnished in black only, and the 
jobbers accept them and have no trouble in selling them. 
I hope that the manufacturers may, within the near 
future find courage enough to all stand together and 
eliminate polished shovels.” 

(Signed ) 


Cuas. F. SHARROCKS, 


Mer. of Purchasing, 
Baker, Hamilton & Pacific Co., San Francisco, Cal. 


And There You Are 

Holding on to your health is more important to you 
than any mortal thing and usually of less interest. 

Good health is like having a certain amount of surplus 
cash in the savings bank. 

Using up your reserve health is like squandering your 
savings. 

Continue spending your energy and you are bound to 
go broke physically, and then you will probably go 
“bust” financially, and there you are—The Silent 





A New Cli 


No. 0000 


Partner. 


List price $4.50—same 
as sizes 000, 00, 0, 04 
and 1 


Close Cutting, Reliable, Safe 


The latest addition to the line of “Bressant” Clippers, 
the No. 0000, offers to your customers an extremely close 
cutting clipper of Brown & Sharpe Quality. The under 
surface of the cutting teeth on the lower plate is ground 
concave and the points are carefully rounded to slide 
smoothly over the skin. Like all Brown & Sharpe Clip- 
pers, the new No. 0000 is thoroughly reliable. You should 
have a stock of this new clipper ready for your customers. 
Ask for a descriptive circular. Dept. HA, Brown & 
Sharpe Mfg. Co., Providence, R. I., U. S. A. 


BROWN &JTARPE 


Teeth on No. 
are ground 


0000 bottom plate 
exceedingly thin and 
points are carefully rounded. 
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“GEM” 


Adjustable 
RADIATOR SHIELDS 


Two new reasons why you should 
sell more “GEM” Adjustable Radiator 
Shields during 1928-29 than ever be- 
fore: 
(1) “GEM” Radiator Shields now 
made both with and without “GEM” 
Water Pan Humidifiers. 
(2) And supplied in attractive ivory, as 
well as bronze-gold and aluminum finish. 
8 popular sizes—adjustable to all 
size registers—Retail at $4 to $8. 
BEH & CO., 1140 Broadway, New York. 


Buy from your jobber 








































DAISY risto: 





Boys All Want It! 


The Daisy Liquid Pistol sells 
fast and steadily at all times. 
Display it-—it looks like a real | 
automatic—that’s why it sells! | 
All metal—no rubber bulb. Most 
popular 25c. novelty. 





Order from your Jobber 
for Immediate Delivery 





mee Mfg. Comp —. 


Plymouth, Michigan, U. S. = 














A Very Attractive 











Made of beechwood 
with black non-rust- 
ing wire and trans- 
parent unbreakable 
glass_ protectors. 
There is no_ possi- 
bility of the food 
being thrown out. 
First class work- 
manship. Has many 
strong selling fea- 
tures. Send for 
catalog. 


Holzindustrie Stadtilm, Stadtilm, Germany 
























Successful retailers are 
picking the Fireplace 
Radiona—as a leader 
for their heater de- 
partments this fall and 
winter. 






To see the Fireplace Radiona is to realize 
that nothing in the industry compares with 
it—in features, appearance and heating 
ability. 

Write for details of our in- 
teresting dealers proposition. 


ROCK ISLAND STOVE CO. 
ROCK ISLAND, ILL. 
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HARDWARE AND AUTOMOTIVE WHOLESALERS OF GREATER 
NEW YORK AFTER FLYING WITH THE CREW OF THE PACKARD 
ELECTRIC CO.’S STINSON-DETROITER PLANE, IN WHICH THEY 
ARE MAKING A TOUR OF THE COUNTRY. ABOVE IS A CLOSE- 
UP OF THE MACHINE, AT THE MINEOLA, L. L, FLYING FIELD. 


| THE PLANE IS USED AS A SPECIAL SERVICE FEATURE OF 


THE SALES DEPARTMENT 


| Packard Electric Co. Sales Meeting 


In New York Included Air- 
Plane Flights for Local Jobbers 


A three-day sales meeting of automotive jobbers of the 
metropolitan district of New York, Newark and Long Island, 
who handle products of the Packard Electric Company of 
Warren, Ohio, was held with Packard sales executives in 
New York, June 8, 9 and 10. Executives of the Packard 
company, manufacturers of ignition cable sets for auto- 
mobiles and aircraft, landed at Mitchell Field in their 
Stinson-Detroiter plane in which they are making a tour of 
the country, in time to open the sales conference with a 
dinner at the Hotel Manger the night of June 8. 

Speakers at this dinner meeting were B. N. MacGregor, 
sales manager of the cable division of the Packard com- 
pany; G. S. Carr, assistant sales manager ; W. S. Johnstone, 
cable engineer; C. H. Kloer, New York manager, and John 
SS. King, head of the John S. King Co., Cleveland adver- 
tising agency. .N. A. Wolcott, president of the Packard 
company, made the flying tour with the party, but was not 
a speaker at the New York meeting. 

Demonstrations with specially constructed electrical ap- 
paratus, showing the effect of high tension electric current 
on the wiring of automobiles, were conducted by Mr. John- 
stone, and moving pictures illustrating the national sales 
plan of the Packard Electric Company were shown by Mr. 
King. 


Among the automotive wholesalers who attended the 


| meeting were the following: A. Gross of the A. G Sales 


Co., Mr. Rosenblum of the Automobile Necessities (0. 
S. Feldman of the Economy Auto Supply Co., Roy Laine 
and Mr. Johnson of E. Krieger & Son, Messrs. aggre 
Borden and Kohner of the Miller Auto Supply Co.. E. 
Nisonger of New York Motor Supply Co., C. H. Py ‘Jr. 
of Norwood Tire Co., J. Sacks of Lite Sales Corp., Robert 
Marcus of Robert Marcus Co., John Knox and Leroy Ferris 
of W. E. Pruden Co., Mr. Pfeiffer of Standard Motor Parts 
Co., B. B. Thompson of the Thompson-Reilly Co., S. J. 
Bell of Tire Trading Co., H. S. Walters, B. R. Bennett and 
C. T. Glover of the Walters Rubber Co., Mr. Hyder of 
Whittemore Sims Co., Mr. Mills and Mr. Kurfurth of E. A. 
Wildermuth Co., Mr. Millhauser of the Fred A. Zimmer 
mann Co., and Mr. Smith of the Weaver-Ebling Co. 
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On Saturday and Sunday, June 9 and 10, a number of 
executives of the same group of automotive jobbers were 


the guests of the Packard company on sight-seeing flights | moe] CHICAGO see 

in the Packard Cable plane, piloted by Lieut. M. E. Headley, | 

formerly of the 28th Pursuit Squadron, A. E. F. 
The Packard party took off from Mitchell Field for Phila- | SPRING: HINGES 

delphia on Monday morning, June 11, on another lap of | 

their flying trip. The entire trip included stops for sales 


conferences with jobbers in Philadelphia, Washington, Balti- h 66 99 
more and Harrisburg. | T e Relax 


Designed by 














Spring Hinge Specialists 


Hardware dealers will find “Re- 
lax” Spring Pivot Hinges popular 
among architects and contractors 
because of their proven quality 
and many desirable features. 

Noiseless operation and spring 
action release make the ‘Relax” 
The flying crew of the Packard Electric Co.’s plane. Left to right: gikeaZgz very desirable for Hospitals, 
John S. King, Charles H. Kloehr, District Manager Eastern Division; ; H e — : “Re ; 
B. N. Macgregor, Sales Manager; G. C. Carr, Assistant Sales Manager: Churches, Schools, and Residences. 

M. A. Headley, Pilot i The “Relax” permits the door to 
: be placed open at any desired posi- 
tion without the use of a door 
Spring Pivot Hinge holder. 


si I’m a ‘Bull’ on the VU. Ss. A.” Send for Catalogue H 42 


HREE salesmen, each a stranger to the others, 7 - 4 . 
oD tus riding in the smoker. Chicago Spring Hinge Company, 
Two of them were having a congenial and agree- Siig seni 
able conversation. U. S. A. 

They were “panning” the politicians, the weather, the 
railroad companies, general business conditions, their 
bosses, and their jobs as traveling salesmen. It wasn’t | =a” — 
a debate—it was a duet! é on Seeee 

Suddenly the third member of the group exclaimed, | Buitding Equipment 
“You fellows give me a pain! Where do you get that 
stuff? Why, don’t you know that you are living in a 
most wonderful age?” 

There was no reply, so Number Three continued, 
“Our politicians are not half so crooked as they were a 
hundred years ago. Read history and see! 

“As for the weather, why it’s just what we need to 
grow bumper crops. We need this rain!” 

More silence. 

Number Three continued, “As for the railroads, 
they’re all right. Just because we are 35 minutes late | a‘ ae 
is no reason for cussing them. They are on time forty- arnt 
nine times out of fifty.” Nos. 16 and 17 ‘of tables 
Number One and Number Two silently puffed their 


pipes. Number Three arose to his feet, exclaiming, 
“As for general business conditions, I’ll say this: Busi- Ul ? 5 I : er pro e 
ness is just as good as you make it. You ought to 
live in Russia or France or some other foreign country. 
You'd think you were in Heaven when you got back to 
the good old U. S. A.!” 

Then came the climax: ‘Now, I don’t know who your 
bosses are—nor what concerns you work for . . . but ; 
I'll bet one hundred bucks against your shoestrings that ae gs ee 

a .: : e Heller plant ia running at full capacity and can make 
neither one of you is earning or making 25 per cent as | oe Se Se ee cee serene Mamaia oe 


much money as you can make right in this territory in | check the items you are Interested tn, 

“ . ’ e ’ | tear out this ad and mall it today WW 

your present job. But you can’t sell goods if you're a | ONew Style Dis- C) Business Butta. - C. HELLER & CO. 
imi ‘ } piay Tables ng ore 7 , ‘ 

pessimist ; you’ve got to be a ‘Bull’— a ‘Bull’ on your | QNalt Counters Equipment. 700 Bryant St., Montpelier, Ohio 

h pve - ; Pennsylvania O Price Tickets New York Office, 20 Vesey Street, 

oss—a ‘Bull’ on your house—and a ‘Bull’ on the | | Metal Saw Rack ~ for, Display Suite 500. 

U, s. Ar Write name and address in margin below 


—Henri, Hurst & McDonald News Letter. $| ——W— rr Y GEE eee 














can be increased by installing these Double-Duty 
money-making tables now. 


summer merchandise is attractively displayed on these convenient 
sales tables. 
No trouble to install. It can be done without interruption to 


| 
| 
| Your warm weather sales will increase surprisingly when small 
| 
| service even at the height of the busy season. They pay for 
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Hot of the Nail Ke 


Little yarns that others have laughed 


over 


contemporary puts it: 


culled from various sources. 


Asa 


“Some of them 


have been copied, the rest will be.” 











The city visitor was supercilious and in- 
quisitive. He had wandered about the lit- | 
tle country town, noisily and offensively | 
amused at its rustic simplicity. In the | 
course of his meanderings he came upon a 
native fishing in a stream. The old fellow ' 
was gazing intently at an apple, which 
dangled from the hook on his line. 

The city man approached. “I say, old | 
fellow, what are you doing there?” he | 
asked, obviously amused. 

“Fishin’,” said the native, without look- 
ing up. 

“Well, 

“Bait.” 

“Bait ! 

“Yes.” 

“Well, where is it?” 

“In the apple.” 


what’s the apple for?” 


Aren’t you using a worm?” 


Mrs. Bridey (at 1 a. m.)—“Oh, Jack, 
wake up! I can just feel there’s a mouse 
in the room.” 

Husband (drowsily)—‘“Well, just feel | 
there’s a cat, too, and go to sleep.” 


Among the many business complaints of 
the day, is that of bootleggers who insist 
that the dry agents are underselling them. 


Her—“Why did you tell Joe you mar- 
ried me because I’m a wonderful cook? I 
can’t boil a potato!” 

Him—“But I had to give some excuse.” 


| prefix ‘dog.’ 
| and dog-violet are well known. 





“You must say ‘our,’” stormed Mrs. | 
McSnorter at him. “I’m tired of hearing 
you say ‘my house,’ and ‘my car,’ and ‘my 
daughter.’ The constant use of that word 
gets my goat.” 

The next morning, McSnorter arose in 
his usual rough frame of mind and spent 
about five minutes rummaging about the 
room. 


at him, “What are you looking for ?” 


“For our pants,” answered McSnorter | 
} name. 


sourly. 


Daughter—“Dad, I want some 
for my trousseau.” 

Vather—“But, my dear child, I didn't 
even know you were engaged.” 


Daughter—“Good heavens, 


money 


Father ! 


Finally she turned over in bed and yelled | 





Don't you ever read the papers?” 





Mose—“Lightnin’ nebah strikes twice in 
de same spot.” 
Sambo—“I knows it; dat spot am gone.” 


“Yes,” the teacher explained, “quite a 
rumber of plants and flowers have the 
For instance, the dog-rose 
Can any 


| of you name another?” 


There was silence, then a happy look 


| illuminated the face of a boy at the back 
| of the class. 


“Please, miss,” he called out, proud of 
had 


his knowledge, “collie-flowers! 


John D. Rockefeller, Sr., once told the 
story of the railroad conductor who was 
pestered by a fussy woman who kept 


| asking him foolish questions. He answered 


her politely, but after the train had stopped 
at a station, he waved his hand to the 
engineer to start the train. When he came 


| through the train the lady asked: 


“Why did you wave your hand to the 


| engineer ?” 


“Oh, that meant ‘Get the hell out of 
here’,” and he walked away. 

One of the passengers called him to one 
side and said, “Say, conductor, you should 
not have said that to that lady. Her hus- 
band is a director on this road.” 

The conductor immediately found the 


woman and apologized and when he came | 


through the train again the man said: 
“Well, conductor, when you apologized 
to that lady, what did she say?” 
“She didn’t say anything,” said the con- 


ductor. “She just waved her hand.” 


Officer: “You were speeding. I’ve got 


to pinch you.” 


Fair Motorist: “Oh, please! If you 


| must, do it where it won’t show!” 


“Cohen, I’ve been to the bank to borrow 
some money, and they say all I need is 
that you should sign to this note your 
Then I can have all the money I 
need. <Ain’t they fine!” 

“Abie,” answered Cohen reproachfully, 
“vou and I have been friends for many 





years, and yet you go to a bank when you | 


need money, Abie, you just go again to 
the bank and say that they should sign the 
note, and then Cohen will lend you the 
money !” 


Landlady 
elsewhere.” 

Boarder: “Yes, I often had.” 

“Often had what?” 

“Better board elsewhere.” 


: “I think you had better board 


Policeman—“Yer can’t go there, Miss; 
it’s a one-way street.” 
Lady—‘“But I only want to go one way.” 


A well-read man was Farmer Gray, 
With knowledge by the peck, 
And yet he cries most every day, 
“T swan, gosh-ding, by heck.” 
“Why do you use those silly words?” 
I asked him with respect. 
Said he: “We’ve summer boarders now, 
“And they want dialect!” 
—James A. Sanaker in Judge. 


North—“What do you think of the 
chubby bathing girl over there?” 


West—‘She certainly packs her trunks.” 


City Urchin (in the country for the first 
time)—“This is just like grass, ain't it?” 

Little Friend—“Why, it is grass, Chim- 
mie.” 

Urchin—“No, it ain’t, cos yer don’t have 
to keep off it.” 


Wife (from above)—‘‘Ready in a min- 
ute!” ‘ 

Husband (a little later)—‘‘No hurry 
now, dear! I’ve got to shave again!” 


Seth’s pap sent him to the mill one day 
to try to sell the season’s wheat crop. 

Seth got hold of the miller and submitted 
a handful of wheat to him. The miller 
examined the wheat very carefully. Then 
he said: 

“How much more has your pap got like 
this ?” 

“He ain’t got no more like it,” young 
Seth answered. “It took him all morning 
to pick that out.” 


Mother (to little boy playing bareheaded 
in hot sun)—“Come here, ’Arold, and put 
your ’at on—if you ’adn’t got one you'd 
always be wearin’ it. you’re that contrary- 














